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Well-Planned Lighting 
Dramatizes Store . 56 


King Coffon 100% NYLON 


oa BRAIDED CORD 
fe king, Catton | (MASON’S LINE) 


NYLON GORD - aces See 
Qn - a you ASKED 


HERE IT 1S 





LOOK ar THIS 


. OTs 
<7'S no, 


MASON'S LINE @ PICTURE or MIRROR CORD 
CHALK LINE @ CRAFTS & HOBBIES 

PLUMB LINE @ DRAPERY CORD 

FISHING LINE @ DECORATIVE WORK 

PULL CORDS @ SMALL BOAT ANCHOR LINE 
INDOOR CLOTHESLINE @ BUTTONHOLE EDGING 

@ DO-IT-YOURSELF PROJECTS 











NYLON CORD is one of those HOT items... and there's 


. . . Looks clean and 
me stays clean. Doesn't absorb 
so much to talk about that it's hard to know where to moisture, dirt, mortar, etc. 

begin. First of all, everyone has asked for a 100% 


NYLON BRAIDED CORD... so here it is... it's new 


. . » Thousands, and 
we've listed just a few on this 
page. 


18 and 21 on 100 ft. 


spools packed in this colorful 
display box. 18 and 21 also 
supplied on 250, 500 and 
1000 ft. spools. Other sizes, 
other put-ups supplied on 
special order. 


. it's a value... it's bound to be a big seller. 


AND, LOOK AT THESE ADVANTAGES: ... This beau- 
tiful, white cord is really tough stuff, it will take a terrific 
beating and still hold its own. More than four times 


stronger than Cotton Chalk or Mason's Line. 


Ask your jobber 





for prices and 





additional information 





JOHN H. GRAHAM & CO., INC. 
105 Duane Street * New York 8, N. Y. 
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By merely looking at a KWIKSET ‘'400"' line 
lockset, you can't see the years of research 
and development spent perfecting a lock 
that would not only be low in price but high 
in quality. You can't see the modern 
materials and methods that are used in 
producing a lock that is guaranteed to give 
years of dependable trouble-free service. 

And because they're hidden from view 
by KWIKSET'S glistening finishes, you 
(ore lal @h-1-1-0 dat- Morel at-)daulondlela mists ae last 
responsible for KWIKSET'S outstanding 
record of proven performance. 

But even if you can't see them-—these are 





the factors that make the KWIKSET ‘'400"' 
line America’s outstanding lock value 
f 
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"400" LINE x" The Quality Lock for Budget Building 


KWIKSET SALES AND SERVICE COMPANY « ANAHEIM, CALIFORNIA 








$4 PER 1000 
BOARD FEET 








@:: 20 is driven onto load with 
forks parallel. Over stacks, 
forks turn 90° to contact load, 
lifting on or off permanent 
stations. Capacity; 20,000 Ibs. 
Lifting height: 12” up to 30 
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9B-PROVED” for 
COME AECHANIZED Operation 
at Pacific Lumber’s Redwood Mills 


There's only one model of material carrier in all the world that 
could make possible the unique operation that has made Pacific 
Lumber Company one of the largest and best equipped plants of 
its kind...and that is Gerlinger's exclusive PF-20! 

(The Gerlinger PF-20 has the shortest turning radius in ratio to 
wheelbase of any carrier on the market.) 

One operator on one of Pacific's pivot fork carriers can handle 
up to a half-million feet of redwood in 8 hours on a half-mile run, 
taking lumber both ways, thanks to PF-20’s hydraulic-controlled 
fork pivoting mechanism. No bolsters or yard helpers are needed. 

Pacific...like more and more big lumber producers who find it 
pays to standardize on Gerlinger...keeps 3 Gerlinger PF-20's 
and 2 Gerlinger Fork Lift Trucks “on the go” at the two mills. This 
unbeatable Gerlinger work team insures a faster, steadier flow 
of production, prevents damage that's inescapable with “MAN- 
handling”, and requires minimum maintenance. 


Call or write your Gerlinger dealer now for full details 
and specifications. No obligation. 
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GERLINGER CARRIER CO. ¢ DALLAS, OREGON 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


RECORD FINAL QUARTER IN HOME BUILDING may be in the offing because September 
starts were 20% higher than a year earlier. Also, big October gains 
are being reported by builders all over the nation. R. G. Hughes, 
NAHB president, predicts the country will wind up with "1.2 million 
starts in 1954." 


BUSINESS IN '55 WILL TOP '54, according to the top executives in the government's 
Business Advisory Council. Commerce secretary Weeks and other experts, 
however, say 1955 business will be characterized by "competitive 
prosperity." The profits, they say, will go to the efficient, 
progressive businessmen while others may tend to lose ground. 


IF BUSINESS DECLINES next year, the BAC advises that the government start the 
recovery system that has already been proposed by the President's top 
economic advisor. That is: Cut taxes and step up spending - - 
especially for highways - - in order to create more jobs in a wide 
range of related industries. 


TOUGHER PREFAB COMPETITION for retail lumber dealers all over the nation looks 
like a sure thing for 1955. The country's biggest prefab home factory 
plans to add another 200 dealers - - for a grand total of 751 dealers. 
Progressive retail lumbermen intend to meet this stiffer competition 
head-on through wider use of yard fabrication, including Lu-Re-Co, and 
better promotion and advertising of reliable, home-town home services. 


ABOUT 96% OF THE U.S. WORKING FORCE IS EMPLOYED, according to President 
Eisenhower's latest report. The ranks of the unemployed dropped to 


2.7 million in October, down 13% from the 3.1 million figure of 
September. 


OAK FLOORING SALES ARE UP 22% over last year. Shipments are up 32% while pro- 
duction has increased only 16%. With this condition prevailing 


throughout the year, it looks like the oak flooring market will remain 
strong in the final quarter. 


REAL ESTATE TRENDS. There are some signs of local weakness. Used homes are 
Standing vacant for longer periods before being sold. Lower rents are 
reported in some cities. Apartment vacancies are also increasing, for 
example, they approximate 10% in Washington, D. C. 


VISIT DO-IT~YOURSELF SHOWS, is the advice of William S. Orkin, show promoter, 
for dealers and professional builders. "Professionals will find 


hundreds of products that.will save them time and help them realize 
a greater profit," he says. 


BETTER HOMES IN SLUM AREAS can be promoted by dealers and builders through use 
of sections 220 and 221 of the Housing Act of 1954, says Norm Mason, 
FHA commissioner. The law allows FHA insurance of loans made by 
private lenders for both rehabilitation and new construction in urban 
renewal areas. 


(continued on page 9) 
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we have the 


PROPOSITION 


to launch a dealer on a successful selling 
program. The way to get more sales and be 
part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 
line that eliminates selling problems. 


ALUMINUM 
STORM 
DOORS 


ALUMINUM 
DOUBLE-HUNG 
WINDOWS 
AND SCREENS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 
neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 


sayunivaa ALIIVNO AUYOW 





ALUMINUM COMBINATION 
“SLIDING-TYPE”’ 
STORM WINDOW AND SCREEN 


you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 


sell more with our promotions and sensible 
plan for sales action. 


* 
ALUMINUM COW 
FRAMED +++ for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 


ership line for real business growth. 


WINTER SEAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TORONTO, 15 


Winter Seal 


Winter Seal .. . Made In Detroit, Sold Coast To Coast And In Canada. 
Also a complete line of Aluminum Jalousie Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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Forecasts Business in ‘55 Will Top ‘54 


Though flavored with stiffer 
competition, business in 1955 will 
be better than in 1954, acgording 
to the top executives that comprise 
the government’s Business Advis- 
ory Committee. About 100 members 
of the BAC made this prediction 
during their regular quarterly ses- 
sion with commerce secretary 
Weeks late last month. 

While the council predicted a 
general business upturn next year, 
it also warned that the increases 
could be of short duration. If 
business should drop off suddenly, 
the council advised that the gov- 
ernment should follow the course 
mapped recently by Dr. Arthur 
Burns, chief economic advisor to 
President Eisenhower: First, cut 
taxes. Then, step up spending, es- 
pecially for highways because such 
construction favorably affects 
other businesses and produces em- 
ployment. 


Reports from individuals attend- *; 


ing the three-day session ranged 
from bright to cautious concerning 
business next year. 

John D. Biggers, chairman, 
Libbey-Owens-Ford Glass Co., To- 
ledo, Ohio, believes that 1955 will 
equal the record business levels of 
1953. Biggers said auto production 
in the months ahead will be ex- 
tremely heavy, and this would help 
other major industries such as 
steel and glass. 

“Competitive prosperity” would 
be the best way to describe busi- 
ness for next year, according to 
secretary Weeks and D. K. David, 
dean of the Harvard Business 
School. 

“There will be more business 
next year than this,” said David, 
“but businessmen are going to 
have to work hard to get it.” He 
said some might lose ground if 
they do not step up their efficiency 
and keep competitive. 


FHA Field Offices 
Can Bar Violators 


The Federal Housing Adminis- 
tration gave its 75 field offices 
authority to refuse to do business 
with anyone they decide has vio- 
lated the law or their rules. 

The commissioner “delegated” 
the new authority—given him in 
the housing act passed by the last 
Congress this summer—to field 
office directors. 

The directors “may refuse the 
benefits of participation in the 
FHA program” (after a hearing) 
to lenders, borrowers, builders, 
contractors, dealers, salesmen or 
sales agents if the director “deter- 
mines” they’ve violated housing 
laws or regulations, the announce- 
ment said. 
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However, FHA officials said the 
new rule would not apply to build- 
ers involved in the so-called “wind- 
fall” scandals. These officials ex- 
plained that in cutting off an indi- 
vidual or firm from FHA programs, 
the directors would be bound to 
consider only matters arising after 
passage of the new law. 


ike Promises "Justice" 
In Recent FHA "Tragedy" 


President Dwight D. Eisenhower 
has termed the FHA housing scan- 
dal a “tragedy” and promised that 
his administration will continue ef- 
forts to have wrongdoers “brought 
to justice.” 

In a letter last month to chair- 
man Capehart (R. Ind.) of the Sen- 
ate Banking Committee, the Presi- 
dent said 21 FHA officials ap- 
pointed before the Republicans 
took office in 1953 have been fired 
as a result of the investigation. 

Capehart said his committee has 
heard witnesses “who admitted to- 
tal FHA mortgage proceeds of 
more than $85 million above their 
total construction costs. Many 
FHA employes received money or 
substantial property from builders 
doing business with FHA. I have 
referred 47 cases to the attorney 
general for possible criminal pros- 
ecution,” says Capehart. 

In a late October development, 
FHA commissioner Norman P. 
Mason announced he has taken ac- 
tion to recover nearly $3'!% million 
in what he said is “one of the most 
shocking” of the pre-1950 windfal! 
scandals now being uncovered. 
This case involved the Parkchester 
Apartment Development, New Or- 
leans, La., and its parent organiza- 
tion, the Shelby Construction Co. 

Mason identified the New Or- 
leans case as the seventh in which 
the government has taken legal ac- 
tion to recover windfalls. Total 
windfall in the seven cases is esti- 
mated at more than $12 million. 


Construction Workers’ Pay 
Rose .8% in Three Months 


Hourly pay scales for the na- 
tion’s unionized building trades 
rose an average of .8% in the three 
months ending October 1, the Bu- 
reau of Labor Statistics reports. 

On October 1, union wages for 
construction workers averaged 
$2.82 an hour. Painters got the 
biggest wage rate increase of all 
trades, advancing an average of 
3.3¢ an hour over the three-month 
period. In other trades, says BLS, 
gains ranged from 2-2.7¢ an hour. 


For the first nine months of this 


year, the average increase in rates 
for all trades came to 10¢ an hour. 


Hot Competition Seen 
In Air Conditioning 


The nation’s producers of air 
conditioning units are predicting 
some red-hot competition for 1955 
which may freeze out some of the 
new, smaller producers before the 
year really gets rolling. 

Big problem facing the industry 
is a tremendous carryover of room 
air conditioners — estimated at 
600,000 units. This figure represents 
40% of this year’s production of 
room coolers. 


, 


Building Pace Indicates 
Record Final Quarter 


Momentum from the summer 
boom in home building promises to 
carry-over into the fall to produce 
what may be a record year-end 
quarter for housing sfirts. 

A definite indication of a super 
fall for building came #ecently 
when the Bureau of Labor Statis- 
tics announced that September 
housing starts were 20% greater 
than in 1953. i" 

“Our prediction is that we will 
wind up with a little over 1.2 mil- 
lion house starts in 1954,” says R. 
G. Hughes, president; of the Na- 
tional Association of Home Build- 
ers. 

The first nine months of 1954 
saw 906,000 starts. A full year total 
of 1.2 million would mean 294,000 
starts in the last quarter—which 
would top 1950’s final quarter rec- 
ord of 283,000. 

A survey by the Dodge Corpora- 
tion of residential contract awards 
in 37 states east of the Rockies for 
September totaled $777 million—a 
fat 53% more than in September 
of 1953. According to Dodge, here 
are some city-by-city September 
gains above last year: New York, 
2%; Dallas, 127%; Chicago 35%; 
Atlanta, 17%; Birmingham, 20%; 
Detroit, 57%; Cleveland, 100%; 
and Houston, 231%. 

The Housing Act of 1954 is given 
a lot of credit by builders for 
boosting home building activity. 
The law makes it easier to buy a 
house with lower down payments 
and ionger pay-offs under govern- 
ment-insured mortgages. 

If home building starts reach 
one million units in 1954, this will 
mark the sixth year in a row of 
million-starts. Starts on 1.2 mil- 
lion units this year would bring 
the six year total (’49-’54) to 6.9 
million. This is 50% greater than 
the 4.6 million begun in the 15- 
year period from 1931 through 
1945. 

(continued on page 12) 
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WELDWOOD’S “‘Do-A-Wall with PLANK WELD” 








FOR YOUR MAXIMUM SATISFACTION 


wt use 


WELDWOOD 


PLYWOOD 


Build good will with your builder cus- 
tomers who feature Weldwood paneled 
interiors. Offer them free this Weldwood 
Guarantee display plaque in genuine 
walnut, 1144” x 7)9”. Ideal for model 
homes. Available through your Weld- 


wood sales representative, or nearest 
distributing unit, 








means more high unit 
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PHILIPPINE MAHOGANY PLANKWELD recreation room wall will be 
major illustration appearing in all leading builder publications, plus 
strong suggestion to the builder to contact his lumber dealer for 
further information. Plankweld is available in Korina®, Honduras 
Mahogany, Oak, Walnut, Birch and Philippine Mahogany. 





Campaign 


profit sales for you! 


Weldwood Plankweld advertising program di- 
rected to builders and homeowners should 
surely boost your share of more worth-while 
Plankweld sales. 


If you are the type of lumber dealer who is tired of sales 
that break your back, but leave you with penny profits in 
the register, then pre-finished Plankweld should come as a 
welcome relief. 

Weldwood Plankweld comes neatly packaged—repre- 
sents a nice clean off-the-shelf sale. There is no hunting 
for stock, no ripping to size, no fuss, no bother. Best of all, 
each Plankweld sale you make means you ring up a higher 
profit for the sale. 

Now Weldwood is starting a big push to increase your 
share of these high unit profit sales. Starting in October, 
millions of interested readers will see beautiful full-color 
Weldwood Plankweld advertising featuring individual wall 
treatments. Each advertisement will stress how easy 
Plankweld is to install, how surprisingly little it actually 
costs. Most important to you, each advertisement will 
direct the reader to go to his lumber dealer for Plankweld today! 


Your builder customers are being strongly sold, too! 
Plankweld is being featured in a double-page advertise- 
ment in all the leading building publications as well. 
Builders are being told to go to their lumber dealers to see 
and buy Plankweld! 


TIE IN WITH THE PROMOTION. Call your Weldwood sales 
representative right now! Tell him you want a supply of 
free Plankweld envelope stuffers in time to send out with 
your next billing. Get an eye-catching, Plankweld display. 
Give it a spotlight position where customers are sure to 
see it. Your Weldwood sales representative has other 
ideas that will help you sell more Plankweld, too! 

See Plankweld and other fine high profit Weldwood 
products at any of the 73 United States Plywood or U.S.- 
Mengel Plywoods distributing units in principal cities, 
or mail coupon. 


Remember, Lumber Dealers, United States Plywood dis- 


tributing units carry a $25,000,000 inventory of Weldwood 


Products to augment your own stocks at all times. 


BIRCH PLANKWELD is currently being featured in Plankweld 


advertising reaching millions of interested readers, many of 
whom are your customers, 





HONDURAS MAHOGANY PLANKWELD fireplace wall will be 
featured in future advertising in plenty of time for you to 
cash in on fix-up-the-home-for-the-holidays sales. 


PLANKWELD IS GUARANTEED FOR THE LIFE OF THE INSTALLATION! 


Weldwood 


UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization 
U.S.-MENGEL PLYWOODS, INC., Louisville, Kentucky 
In Canada, Weldwood Plywood Ltd., Montreal and Toronto 


/ 





UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 36, N. Y. 


I am interested in handling the profitable Plankweld line 
Please have your representative show me Plankweld samples, 
display, and promotional literature, and show me how I can 
gross from 23c and up, per square foot on retail sales, 

AL-11-54 








FHA Offers Servicemen 
New Housing Benefits 


Norm Mason, FHA commissioner, 
has announced that regulations 
are now being printed to make 
available to servicemen new ben- 
efits authorized for them by Presi- 
dent Eisenhower’s housing program. 

Mason said that the FHA should 
be prepared to inaugurate the pro- 
gram within a week, making it 
possible for men in military serv- 
ice to buy homes values at up to 
$18,000 with down payments of as 
little as 5%. 

“This is an entirely new program 
added to the FHA plan,” Mason 
said. “It gives the man who is in 
military uniform an opportunity 
for a home of his own while he is 
still on active duty without disquali- 
fying him from any of the benefits 
he might. seek later as a veteran.” 

Under the new insured mortgage 
financing plan for servicemen, the 
top mortgage amount is $17,100. 
The mortgage insurance premium of 
one half of 1% is paid by the 
branch of the service to which the 
applicant is attached. 


Stronger Competition 
Coming from Prefabs 


Retail lumber dealers all over 
the nation may be in for some 
tougher competition in 1955 from 
the nation’s largest manufacturer 
of prefabricated houses. 

In a full-page advertisement in 
a leading business newspaper re- 
cently, National Homes Corpora- 
tion pointed out that it is seeking 
200 additional dealers in 1955. This 
means the firm will have a total of 
751 dealers selling prefab houses. 
Their dealers, now, are in 40 states 
and the District of Columbia. 


One Out of Every 48 

National now claims it builds 
one out of every 48 homes—2.16% 
of all new, non-farm, single-family 
dwellings in the country. It also 
announces that it intends to “pro- 
vide some 8% of the 1,200,000 new 
homes” to be built in 1955. For 
their next fiscal year, National pre- 
dicts a doubling of sales volume— 
$81,000,000 in sales compared to 
$41,000,000 in the year ended June 
80, 1954. 

During our present calendar 
year,” predicts their president, 
James R. Price, “ve foresee total 
production—and sales of 30,000 
houses, ranging in retail price 
from $6,000-$40,000.” 


Capacity of 120 Per Day 

The firm claims it now accounts 
for 30% of all new, prefabricated 
houses built in the country. The 
firm’s plants at Lafayette, Ind., and 
Horseheads, N. Y., are said to be 
capable of making 120 houses per 
day. 

“In 1955 we will 


12 


double our 


capacity at the main plant at Laf- 
ayette and will build a new plant 
in Texas,” says Price. 

Easy financing is admittedly a 
big reason for the firm’s success. 
National Homes Acceptance Cor- 
poration has placed more than 
$175,000,000 in mortgage loans. 


Do-it-Yourself Contest 
Open to Women Only 


Recognizing that women are fast 
becoming the power behind the 
power tool, a consumer magazine 
has announced a_ do-it-yourself 
contest, starting November 1, 
which is open to women only. 

Sponsored by Woman’s Home 
Companion, the contest is open to 
any woman in the United States 
and Canada who has completed a 
do-it-yourself project herself or 
together with her family. More 
than $5,000 in prizes will go to 40 
winners to be announced in the 
May, 1955 issue of the magazine. 
Deadline for entries is January 7, 
1955. 

The first prize winner will re- 
ceive a $500 savings bond and her 
choice of one of the 40 merchan- 
dise prizes given by leading manu- 
facturers in the do-it-yourself in- 
dustry. 


Kitchen Storage 
Rules Changed by FHA 


The minimum requirements for 
kitchen storage in all FHA insured 
homes have recently changed by 
a new ruling MPR revision 48. 
Kitchens must now have the fol- 
lowing minimum accessible stor- 
age: 


Base 
Shelving Cabinets Drawers* 
Living (11"-12” = (22""-24" (age. 
Unit deep) deep) width) 
1 bedroom , 6’ 4’-6” 
2 bedroom P 7’ . 
3 bedroom , 1-6" 6’-6” 
4 bedroom , 8’ v 

*Included as part of base cabinets and not 
additional. 

Linear dimension must be meas- 
ured horizontally at mid-depth. 
Drawers can be measured as hav- 
ing the same widths as the cabinets 
used. Half of the width of a sink 
front may be counted toward the 
required base cabinet dimensions. 
If a range is at least 36” in width, 
or a space for such a range is pro- 
vided, 1’ 3” may be counted toward 
the necessary base cabinet dimen- 
sions. Depth of shelving and base 
cabinets may be decreased if the 
linear dimensions are proportion- 
ally increased to provide equiva- 
lent area. 

Shelving over 6’ from the finish 
floor line can’t be counted in the 
required shelving. All required 
storage space below the counter 
top and at least half of the cabinet 
space above the counter top must 
be enclosed. 


CONVENTION DATES 
1955 


January 


10-12, Kentucky, 
Hotel 

16-20, National Association Home 
ee Conrad Hilton, Sherman Ho- 
tels 


18-20, Northwestern, Minneapolis, Au- 
ditorium 


18-20, Ohio, Cleveland, Public Audi- 
torium 


24-26, Northeastern, New York City, 
Statler Hotel 


26-28, Southwestern, Kansas City, Mo., 
Auditorium 


Louisville, Brown 


February 
1-3, Michigan Retail, Grand Rapids, 
Pantlind Hotel and Auditorium 

2-3, Western Pennsylvania, Pittsburgh, 
Wm. Penn Hotel 

2-4, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

8-10, Illinois, Chicago, Sherman Hotel 
8-10, Tennessee, Nashville, Andrew 
Jackson and Hermitage Hotels (no 
exhibits) 

8-11, Mountain 


States, Colorado 


Springs, Antlers Hotel 


15-17, Western Retail, Seattle, Olym- 
pic Hotel 


15-17, Wisconsin, 
torium 


ea, Virginia, Roanoke, Roanoke Ho- 
te 


Milwaukee, Audi- 


23-25, Nebraska, Omaha, City Audi- 
torium 


March 

1-2, North Dakota, Fargo, City Audi- 
torium 

2-4, Indiana, 
Temple 

5-6, Intermountain, Salt Lake City, 
Hotel Utah and Rainbow Randevu 
8-10, Iowa, Des Moines, Fair Grounds 
15-17, Carolina, Charlotte, Barringer 
and Charlotte Hotels 

16-17, Louisiana, New Orleans, Jung 
Hotel 

22-24, Independent, St. Paul, Munici- 
pal Auditorium 

23-25, New Jersey, Atlantic City, Clar- 
idge Hotel (no exhibits) 

24-25, Mississippi, Biloxi, Buena Vista 
Hotel 

25-26, W. Virginia, White Sulphur 
Springs, Greenbrier Hotel 


Indianapolis, Murat 


April 

3-5, Texvs, Ft. Worth, Will Rogers 
Coliseum 

13-14, Arkansas, Little Rock, Marion 
Hotel (no exhibits) 

13-14, South Dakota, Sioux Falls, Coli- 
seum 

13-14, Southern California, Los An- 
geles, Ambassador J\otel 

21-23, Florida, St. Petersburg, Soreno 
Hotel (no exhibits) 

21-23, Arizona, Yuma, 


All conventions have exhibits unless 
noted in the listing 
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BUILDING 


Maintenance, 


power-driven and 
paint brushes for 
every home and 


industrial use. 


’RODI CTS 
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PITTSBURGH PLATE GLASS COMPANY 








You ean’t afford not to sell 


PITTSBURGH BRUSHES! 


Here’s why: You probably don’t realize how often your customers 
have blamed you for the poor quality paint brushes they bought! Here’s 
your best insurance against comebacks: Pittsburgh Red Stripe Brushes! For 
one thing, when Pittsburgh labels a brush “100% hogs’ bristle” you know 
it’s not only true, but it’s also the finest bristle obtainable on today’s mar- 
ket. Secondly, the Red Stripe trademark is your customers’ assurance of 
brushes made to the top standards of the industry...in one of the world’s 
most modyrn brushmaking plants . . . by experienced, expert brush- 
makers. No other brush today can equal Red Stripe. . stock it and sell it! 


For address of your nearest Pittsburgh supplier, write: PirrsBURGH PLATE 
Giass Co., Brush Div., Dept. C11, 3221 Frederick Ave., Baltimore 29, Md 


PITTSBURGH 


Rad Stipe sausues 


BRUSHES * PAINTS © GLASS * CHEMICALS © PLASTICS © FIBER GLASS 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Don't lose money in a shop 
lyttered with “Clunkers °... 


a el 
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U _....one AMF DeWalt machine that does the work 
of many machines and cuts equipment cost 60%! 


Money-saving flexibility like this makes AMF De Walt your 
BIGGEST VALUE in woodworking machinery today! 





FIRST completely universal saw — 18 different saw blade First 3-dimensional dado machine—over 14 diferent 
operations. PROFITS PLUS WITH DE WALT! dado head uses. PROFITS PLUS WITH DE ‘WAL?! 

















FIRST tilting arbor overhead shaper —does all kinds of First combination back-to-wall machine — saves floor 
shaping work. PROFITS PLUS WITH DE WALT! space, permits straight-line handling. PROFITS 
: PLUS WITH DE WALT! 
Now is the right time to invest in AMF DeWalt® for your work! Here is 
the ONE machine that actually provides you with new practical 
ideas for greater shop efficiency, lowers your costs and boosts your profits. a. 
AMF De Walt greatly reduces your capital investment because it 
accurately does the work of many single-purpose machines. What's 
more, it brings new safety to operators and releases valuable 
floor space for other uses. 
There's no job that versatile AMF De Walt can’t do—with the 
‘ P De Wait inc, 
proper accessory or attachment. Even if you have your own 
idea for an ingenious application, chances are 
good that versatile AMF De Walt can help make it work. 
See the complete AMF De Walt line ranging from POWER SAWS 
4 to 10 H. P models at your dealer's today. 
Or write c/o Dept. AL-11 for details. in Canada: De Walt Canada Lid., Guelph, Ont 
A subsidiary of American Machine & Foundry Company, New York 
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i 





Report from 


Washington, November 12 


Home building continues, as al- 
ways, to carry a big part of the 
national economic activity. Homes 
started in the third quarter, July 
to September inclusive, are esti- 
mated to number 337,000. Septem- 
ber was the third quarter’s big 
month, with about 114,000 starts; 
the best September since the ban- 
ner year of 1950. These fall starts 
mean active building well into the 
winter. The first nine months of 
54 are some 20% ahead of the cor- 
responding period in ’53, with the 
annual rate of houses started 
under private financing now stand- 
ing at 1,232,000. This doesn’t mean, 
necessarily, that this many will be 
built in ’54, because the annual 
rate, as of now, is higher than it 
was early in the year. 

The average mortgage placed in 
August was about 7% larger than 
a year earlier. One reason is the 
smaller down payments, especially 
of VA and FHA loans. More than 
a quarter of VA loans are made 
with no down payments at all. 
During a recent period, VA and 
FHA insured loans financed more 
than half of all the new residences 
started —the highest percentage 
since 1950, 


Larger, More Expensive Homes 


One result of these more liberal 
loans, of course, is that larger and 
more expensive homes are being 
built. Real estate men have known 
for some time that little houses 
with but one bedroom each were 
not pleasing their customers. With 
large families in the housing mar- 
ket, there are many more inquiries 
for houses with three or four bed- 
rooms and more than one bath. 
Many houses are now equipped 
with such things as air-condition- 
ing, dishwashers, and garbage dis- 
posal units, which are included in 
the buying price of the house and 
financed under the mortgage. 

This means much higher living 
standards. Not only is the house 
itself better equipped for living, 
but a veteran who buys with but 
a small down payment, or none at 
all, can use his savings for furni- 
ture and the like. If he has a 
30-year mortgage, his carrying 
charges by the month may be 
smaller than the rent he’s been 
paying on a less satisfactory 
house. These are factors that are 
expected to keep home building on 
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a continuing upward trend. 

In this connection there is also 
the matter of superior planning 
and design. The recent NRLDA 
Lumber Dealers’ Exposition and 
Convention held in New York at- 
tracted hundreds of dealers as well 
as many thousands of consumers. 

The 14 model rooms planned and 
designed by consumer magazines, 
the management clinics, demonstra- 
tions and forums for dealers, the 
acres of product exhibits, the 
publicity, including telecasts, 
photos and stories in newspapers, 
will mean not only better- 
equipped, but also better-designed 
living quarters for years to come. 
All these things have given incal- 
culable force to the NRLDA head- 
line: “If you are planning to build 
anything—see your lumber dealer 
first!” 


Housing Act Applauded 


The three - months - old housing 
act is being credited with a heavy 
increase in applications for insur- 
ance on home improvements, 
through open-end mortgages; also 
for rebuilding slums under the 
urban renewal program; and aid 
for people whose property has been 
damaged by hurricanes. While 
Fannie Mae is still working to 
perfect the reorganization pre- 
scribed under the housing law, the 
agency is already operating the 
disaster functions. It has been au- 
thorized by the President to buy, 
from banks and other lending in- 
stitutions, up to $10 million worth 
of mortgages that have been made 
in favor of the victims of hurri- 
canes Carol and Edna in New 
England. Doubtless the agency 
will receive additional authority 
to aid Hazel’s victims. 

Incidentally, Hazel took a swipe 
at the national capital; in fact 
acted in these parts like a jubilant 
delinquent and kept up the per- 
formance clear into Canada. The 
Caribbean is urged to keep its 
problem children at home, in the 
Antilles’ back yard, where they 
know better how to deal with the 
little monsters. 


The report is that conventional 
mortgage loans are being some- 
what liberalized, especially in 
eastern metropolitan areas. Bank 
and insurance company surpluses 
are said to be at record highs; and 
the story is that conventional loans 
are now being placed, by some in- 
stitutions, on 20% down payment 
terms, 25 years to run and at some- 
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what reduced interest rates. Stand- 
ard terms have been a third down 
and final payments in 20 years. 
Banks are limited by law in regard 
to lending terms; but some bank- 
ers stopped short of the full limits. 
The growing total of applications 
for federal insurance on home 
mortgages, together with the 
mounting bank surpluses, seem to 
have induced the changed atti- 
tude. Some conservative bankers 
are said to be prepared to ask fur- 
ther relaxing of banking laws. 


Applications Have Doubied 


Since the new housing law went 
into effect on August 2nd, the FHA 
has received about twice as many 
applications for insurance of home 
mortgages as during the compara- 
ble period in ’53. There’s some 
apprehension in the agency over 
this fact. So many applications the 
regular staff can’t process them. 
So, to avoid checking the building 
boom, the FHA is using outside 
appraisers and part-time employes 
and devising various short cuts. 
Naturally there is some apprehen- 
sion over what may happen. No 
symptoms, so far as this page can 
learn; but it’s a situation that 
could lend itself to collusion of 
various kinds. So in dealing with 
the agency, be sure of your meth- 
ods to see that they’re not only 
honest, but also that they can. be 
proved to be honest. 


No signs at this time of official 
tightening of the present rather 
easy money. Government financial 
engineers are opposed to any such 
action, lest they put a spoke in the 
wheel of the recovery that is now 
rolling. The report is that home 
buyers, business expanders and 
the like can count on a continua- 
tion of the present financial poli- 
cies. Dr. Arthur Burns, the Presi- 
dent’s economic adviser, thinks the 
new period of business expansion 
is just at its beginning. Not all 
business men agree, although they 
hope the doctor is right. So the 
Department of Labor is starting a 
government survey, with funds 
supplied by the National Science 
Foundation, to find out. Results 
will not be known until along in 
the winter. Then, if it appears that 
there isn’t a spontaneous business 
expansion in the making, or if it’s 
too small, the government will take 
steps to start an adequate one. 
This is something the government 
always can do. 


R. Y. Kerr 
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““You have a great, new edge 
when you sell Cyclone 


Insect Wire Screening” 


This edge—and you'll find it an important one 
from a selling standpoint —is the new Improved 
Multiple Wire Selvage that you'll find on every roll 
of Cyclone “Red Tag” Insect Wire Screening. 

This new selvage edge is twice as wide. That means 


a stronger screening with true, even mesh that al- 
ways lies flat. 


All three types of Cyclone Insect Wire Screening 
—Galvanized, Bronze and Aluminum—now feature 
this Improved Multiple Wire Selvage. This edge, 
combined with an improved finish that results in 
greater eye-appeal and greater durability, makes 
Cyclone the finest Insect Wire Screening you can 
offer your customers. 


As a companion item, sell Cyclone Hardware 
Cloth—the top-quality woven hardware cloth with 
the welded selvage that makes installation easy. 
Wires are straight and even and heavy galvanizing 
assures long life. 


Order these and the other Cyclone “Red Tag” 
Hardware Products from your jobber now. Remem- 
ber—top quality brings customers back to your store. 


sossers! Here’s your chance to examine this new Im- 
proved Multiple Wire Selvage yourself. Folders are 
available containing samples of Galvanized, Bronze and 
Aluminum Insect Wire Screening with this new feature. 
They're a convenient size for your salesmen to carry 
to show to dealers. Ask your Cyclone salesman or write 
to Cyclone Fence Dept., American Steel & Wire Division, 
United States Steel Corporation, Waukegan, IIl. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-T0-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE -ged7o7 HARDWARE PRODUCTS 
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For Greater Strength’ 


per Pound of Weight 


ALWAYS SPECIFY PACK RIVER: 
“Qualitized” 7 
ENGELMANN SPRUCE a 


Write Today for 


You can’t beat this great new wood for 
good looks! Used for interior paneling, its 
small tight knots and light color add distinc- 
tive warmth and beauty to any room. 


But as popular as it is for looks, Pack 
River “Qualitized” Engelmann Spruce is 
equally desired for its great strength, light 
weight and easy working qualities for use 
in commercial and industrial structures. 


Shown here is a western state highway 
district building designed for equipment 
storage and shop. Specifications called for 
a roof structure to withstand the weight of 
heavy snows, yet eliminate supporting pil- 
lars to utilize every inch of inside space. To 
meet these specifications and for greater 
economy, the builder chose Pack River 
“Qualitized” Engelmann Spruce — just as 
thousands of others are doing in every sec- 
tion of the country. 


If you'd like to sell a better wood, of 
uniform high quality —with every piece 
scientifically pre-steamed and kiln-dried— 
send today for full details and specifications. 


ACK RIVER SALES CO. 


SPOKANE, WASH. 


PACK RIVER LUMBER CO 
Sandpoint, Idaho 


P.O. BOX 64 
Managing Sales For 
NORTHWEST TIMBER CO 


e TELETYPE SP. 105 bd TEL. MAdison 0121 


THOMPSON FALLS LUMBER CO 


Gibbs, Idoho Thompson Falls, Mont 


CRESTON SAWMILLS, LTO * 


Creston, 8. C 
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Do yout tracks lead 
double life? 


If your trucks have a double function— 
operation on and off the highway—it will 
pay you to look into the big advantages 
offered by B Series Macks. . . the first com- 
pletely new line of heavy-duty trucks offered 
by any manufacturer since World War II. 


You'll find models—four or six-wheelers— 
specifically designed for versatile, depend- 
able performance on the roughest of excava- 


tion and construction sites, or in highway 
hauling. 


Here are some of the features that operators 
tell us they like about these great new Macks: 


Famous Mack truck engines, gasoline or diesel, 
that offer lower fuel costs and increased usable 
power. High-alloy steel frames—2'2 times 
stronger than carbon steel—and big strong 


Mack B-61S—six-wheel dump truck owned 
by The Turner Co. of Devon, Conn., 
distributors of washed sand and gravel, 
loam and fill. 


| 
| ; wr 
ANN 


i @ 
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axles give ample load ability. Wider front axles 
give better maneuverability. Ideal gear ratios 
meet all conditions. New Mack cab with 
“Unitized” structure and many improvements 
in comfort keeps drivers happy. 


WHEREVER YOU SEE TOUGH JOBS 
.» + THERE IS WHERE YOU SEE MACKS 


Mack Trucks, Empire State Building, New York 1, N. Y. 
Factory branches and distributors in all principal cities for 
service and parts. In Canada: Mack Trucks of Canada, Ltd. 


CERTiFic 


WASHED SAND «GRMP. 


: 
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ALUMINUM 


LL eonar d, AWNING WINDOWS 


& GLASS JALOUSIES 





will increase your sales...earn you higher profits ! 


LOUVER 


@ Head, sill & jamb sections 
completely weatherstripped. 


@ Sturdy extruded frame. 
® Sure-lock louver clips. 
@ 120° opening. 

@ 7 inch louver width. 


R. B. Leonard, Inc.—AL-11 
3553 N. W. 50th Street, Miami, Florida 


Gentlemen: Please give me full facts about the 
LEONARD Awning and Glass Jalousie Windows: 


Check one: Dealer {] Distributor | | 


Name 


Address 
City. 
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@ Heavy gauge frames. 
@ Aluminum extrusions. 


@ Finest operating 
hardware—no 
maintenance problems. 


@ Interchangeable screens 
and storm sash for 
all weather. 


@ Modern design drip cap. 


© Wide 4 inch louvers. 


AWNING 
WINDOW 


@ Exclusive power-turn 
operator. 


@ Easy to install. 
@ No lubrication needed. 


@ Heavy gauge extruded 
aluminum frame. 


@ Simple to glaze. 


<2 
‘Leonard , 


R.B. Leonard, Inc., 3553 N.W. 50th St., Miami, Fla. 


Sell the leader in modern windows for modern living. Write 
or wire us today for complete details on our factory-to-dealer 
plan which brings you higher profits, increased sales. 





NOW...« double-profit from 


Ist PROFIT, 35% 











— Better Homes & Gardens... — 


Trandy pla 
‘service! 


on pattern plans 


2nd PROFIT, onlumber, paint,supplies 





These profits are going to look 
mighty good when Better 
Homes & Gardens HANDY 
PLANS go on sale in January. 
And the home-handyman mar- 
ket looks mighty good for these 
HANDY PLANS, too. For they 
enable anyone to build first-rate 
coffee-tables, cabinets, accessor- 
ies and toys. Their how-to direc- 
tions are clear and understand- 
able, with step-by-step pictures, 
list of materials, even the tools 
needed. 
This big, active market will 
be given a boost by national 
advertising . . . starting in 
mid-January. Also, feature- 
articles in Better Homes & 
Gardens... on building fine 
pieces with HANDY PLANS 
. will turn thousands of 


BETTER HOMES 
& Gardens 


* 


hobbyists to these full-size pat- 
tern plans. 

The basic assortment puts you 
into the HANDY PLANS busi- 
ness. You can always get quick 
delivery on additional plans as 
you need them. Customers will 
keep coming back for more plans 
as new PLANS are added during 
the year. 

Better ask your wholesaler 
(listed on this page). Or write 
direct to Better Homes & 
Gardens HANDY PLAN SERVICE, 
Des Moines 3, Iowa. 


YOUR CHOICE... 


Handy plans 


counter rack...or floor rack 


— 


—— ee ee ee 


Each plan comes in attractive 
8" x 11" package-envelope 


Buy this ONE BASIC 
ASSORTMENT 


All you need to start... 105 pat- 
tern plans from 35 distinguished 
designs, retailing at 50¢ and $1... 
2 copies of ‘‘Handyman’s Book’’,.. 
5 copies of ‘“‘Handyman Ideas.” 


Your cost ....... $49.33 
You sell for. ..... $75.90 


YOUR PROFIT ..... $26.57 





THESE BOOKS SELL THEMSELVES 
and help sell more 
Better Homes & Gardens 
HANDY PLANS 


The one guide 
every home 
handyman 
wants most. 


Ideas for 
things to make 
.. full of how- 
to information. 











Des Moines 3, lowa 


randy plan service 


THESE ARE THE WHOLESALERS HANDLING THIS NEW PROGRAM: 


DETROIT, MICHIGAN DECATUR &@ HOPKING 
BIGLOW & DOWSE 








BSUNHLS 


+ BOSTON, MASSACHUSETTS SEATTLE HARDWARE COMPANY SEATTLE, WASH 
BOSTWICK BRAUN TOLEDO, onic BOSTON, MASGACHUGETTS JENGEN BYRD SPOKANE, WASH 
BELKNAP OUISVILLE, KENTUCKY ORGILL BROTHERS ++» MEMPHIG TENNESSEE PEDEN (ROW & STEEL HOUSTON, TEXAS 
VAN CAMP HARDWARE INDIANAPOLIS, INDIANA wvern ST. JOSEPH, MISSOURI! BECK @ GREGG ATLANTA, GEORGIA 
JOUN PRITELAFPF MILWAUKEE, WISCONSIN SHAPLEIGH » ST. LOUIS, MISSOURI MATHEWS @ BOUCHER ROCHESTER. NEW YORK 
AMERICAN HARDWARE @ SUPPLY 


LOGAN GREGG 


PITTSBURGH, PA BAKER @ HAMILTON SAN FRANCIGCO, CALIF 


UNION HARDWARE @ METAL. .LOS ANGELES 


ROGE, KIMBALL, BAXTER ELMIRA, NEW YORK 
+++ PITTSBURGH, PA 


CALIF 
JANNEY, SEMPLE, HILL . MINNEAPOLIS. MINNESOTA 


WHITLOCK CORPORATION. wT 
COTTER & COMPANY 


VERNON, NEW YORK 
SUPPLEE, BIDDLE & STELTZ PHILADELPHIA, PA 


CHICAGO, ILLINOIS 
MAY HARDWARE 


WASHINGTON. 0.C 


DES MOINES. |OWA 
BRONGON & TOWNGEND NEW HAVEN 


UNITED HARDWARE COMPANY 
ACE HARDWARE CORP 


CHICAGO, ILLINOIS 
ONNECTICUT 








CHICAGO, ILL INOW 
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YOU'VE GOT THE BIG 
‘DO-IT-YOURSELF ™ 


ed 


MARKET IN THE PALM 
fo) mm 4e)0l-m Nip 


when you feature KIMSUL insulation! 








Kimsul advertising reaches millions 


Kimsul advertising is full-time advertising. It’s selling the big “do-it-your- 
self” market for you month after month—with a heavy schedule of full-color 
ads in The Saturday Evening Post and Living for Young Homemakers; ads 
in American Home, Successful Farming, Home Maintenance and Improve- 
ment, and Home Modernizing! 


Kimsul stars at “do-it-yourself” shows 


Actual demonstrations at “do-it-yourself” shows across America prove 
Kimsul is the ideal home insulation. It’s easier to handle — easier to install. 
Simply expand the Kimsul blanket, cut, and staple into place. There’s no 
irritating dust or slivers—no special tools or equipment needed! 


Kimsul merchandising 
backs you all the way 


The complete Kimsul sales promotion 
program means you get complete mer- 
chandising support right in your store. 
That includes everything you need to tie 
in with Kimsul’s great new advertising 
campaign — everything you need to win 
an extra slice of profits from the big “do- 
it-yourself” market in your town. You 
get, for example, the sensational new 
“Happy House” display that’s sure to stop 
traflic — plus a number of other display 
pieces and literature! 


Kimsul is easier to stock! Kimsul “Happy House” display 


No other insulation is easier to stock, or gives you more profit per sq. ft. 
of storage space than Kimsul — because it’s the only insulation that’s com- 
pressed to )% its normal size for easier handling and storage. That means you 
can stock 5 times more Kimsul in the space required for ordinary insulation! 


ORDER KIMSUL, TODAY —IT’S AMERICA’S NO. 1 “DO-IT-YOUKSELF” INSULATION 


KEM SUL isin 


j the 5 U LATI 0 | Kimberly-Clark Corporation, Neenah, Wisconsin 
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Pouring floor slab for 5,000 homes being built at Thornton, 
Colorado, by F & S Construction Co., Phoenix, Arizona, for 


Tested all leading makes... 


chose Jaegers for 210,000 yd. job 


Thornton, Colorado is a new city of 5,000 
homes, each requiring 42 yds. of con- 
crete. That's a total of 210,000 cu. yds., 
not including curbs and gutters. Homes 
are currently being built at the rate of 
8 a day. 

To handle this large volume efficiently, 
Western Concrete, Inc. set up a dry batch 
plant right on the job site. By doing this, 
however, hauls became extremely short 
.»-from just across the street from the 
batch plant to less than a mile... posing 
the problem ol thorough mixing in 
transit in limited time. 


To do this job, Western Concrete se- 
lected Jaeger “Mix Plus” truck mixers. 
“We have tested all prominent makes of 
truck mixers and settled on Jaeger,” says 
Fred T. Hoppe, President. Three 614-yd. 
Jaegers are used to haul 8 yd. batches. 
An average production of 50 yds. per hr. 
is maintained, despite the fact that each 
+yd. load has to be charged through a 
l-yd. weigh batcher, requiring approxi- 
mately 10 min., and that two placements 
must be made at each location, requiring 
an additional 8 to 9 min. 

Thorough mixing on these short hauls 


Hoffman Homes, Inc. Each home requires 42 yds. of 4” slump 
concrete. Shortness of hauls calls for thorough mixing, fast. 


is accomplished with Jaeger’s exclusive 
“dual mix” drum. The deeper, contin- 
uous spiral blades and patented throw- 
back reversing blades insure positive 
end-to-end mix, uniformly high strength 
concrete and fast discharge. 

Operation has been so satisfactory 
that Western Concrete has ordered a 
fourth “Mix Plus” mixer. 

See for yourself how Jaeger truck 
mixers can put more pay into your pay- 
loads. Your Jaeger distributor can give 
you complete facts, or write for speci- 


fication TMB-4. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 








FRONT END LOADERS © COMPRESSORS @¢ PUMPS CONCRETE MIXERS ° PAVING MACHINES 
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Money invested 


with your local 


plywood jobber 
returns 


local revenue 


DO YOUR PLYWOOD DOLLARS 


PAY YOU DOUBLE DIVIDENDS? 





Doesn’t it make sense that you benefit 
more when you deal with another local 
businessman who is personally interested 
in your business because it is an impor- 
tant segment of his business? 

Look at these extras that you enjoy. 

You benefit from his knowledge of and 
interest in local sales conditions. You 
gain from his ability to evaluate product 
apd sales possibilities, offered by not one 
but many national suppliers, in terms of 
your specific sales advantage. You gain 





from the investment he makes in inven- 
tory, sales time, and promotion to help 
you develop and profit from these sales 
opportunities. 


Why send your plywood dollars away 
when “ploughing them in” with your 
local plywood jobber will pay you these 
extra dividends? Evans Products Com- 
pany, Dept. S-11. Plants: Coos Bay and 
Roseburg, Oregon; Vancouver, B. C.; 
Sales (Offices: Plymouth, Mie higan, New 
York, N. Y., Chicago, Ill., Coos Bay, Ore. 


EVANS 


PRODUCTS COMPANY 


BuILDING Propucts MERCHANDISER 


_ EVANEER FIR PLYWOOD 


AND Wo0n pRoDvUCTS 
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There IS a Secret to Selling Paint... 


and COLORIZER 





Customer Dragnet: 


A local sales program that really “brings them in to buy!” Tested and 
proved at a cost of $197,000 during 2 years of intensive promotion. 


HERE’S THE PROOF... 
Compare the actual sales results of 48 dealers who used this sales 
plan and 39 who did not — at the same time, in the same territories. 


“WE DID NOT USE THE 
COLORIZER 
CUSTOMER DRAGNET” 


“WE DID USE THE 
COLORIZER 
CUSTOMER DRAGNET” 


7 Dealers: Sales dropped 16% 
from last year. 


7 Dealers: Sales increased 39% 
over last year. 


14 Dealers: Sales dropped 10% 
to 20% from last year. 


26 Dealers: Sales increased 15% 
over last year. 


18 Dealers: Sales about even 


15 Dealers: Sales increased 15% 
with last year. 


over last year. 


‘ / 
SEND FOR COMPLETE DETAILS TODAY! 


Colorizer Associates 
J PAl NTS 347 North Western Ave., Chicago, Ill. 
pe eae in 1,3 ? y] C 0 LO w S Please send me complete information on how “The Color- 


. »” " 

Bennett's, Salt Lake City, Utah, end Los Angeles, Calif. @ Bive Ribbon Paint Company, zer Customer Dragnet cen sell more paint for ms. 
a ee ee ee ee ee 
@ Ercokiyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Company, Houston, 
Texes @ Great Western Paint Mfg. Cerp'n, Kanses City, Missouri © Jewel Point & 
Varnish Co., Chicago, Iilinois © Keobler-Mclister Paint Company, Denver, Colorado ADDRESS 
@ W.H. Sweeney & Company, St. Paul, Minnesota © Vane-Caivert Paint Company, 

Lewis, Missouri @ Werren Paint and Color Company; Nashville, Tennessee © Geo. D 
Ce ee ee ee ee eo ee 
itd, Toronto, Ontario @« IN ENGLAND: Jenson & Nicholson, Lid, London, Engiand 


NAME 








City 














FROM UNITED STATES PLYWOOD CORPORATION — 


It’s Weldwood Contact Cement, the newest 
Weldwood Wizard, with 1001 uses (see list 
at right). It can double your glue sales, and 
then some! You'll sell it in pints, quarts, gal- 


lons (and in % oz., 1% oz. and 3 oz. sizes). 


Weldwood 


CONTACT CEMENT 


* Bonds instantly, permanently, on contact! 
* Works without clamps, presses, or nails! 


DO-IT-YOURSELFERS GO FOR ALL THE WELDWOOD WIZARDS! 


Weldwood 

PLASTIC RESIN GLUE 
Largest selling wood glue. 
Highly woter-resistant. For 
hobbyists, home owners, car- 
penters, etc. 


Weldwood , 
PRESTO-SET GLUE 

The perfected white liquid 
glue, Ready to use. Sets fast. 
Bonds like magic. 


FIRZITE® 

Recommend WHITE Firzite for 
a blond or pickled finish. A 
"must" undercoater on fir 
plywood. Recommend CLEAR 
Firzite to tame wild grain on 
fir plywood. 


SATINLAC ® 

Recommend it for that mod- 
ern natural wood finish. Pre- 
serves the wood. 


Trademark 
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Sells to 
all 3 


] 1001 uses in home, shop, ga- 
rage (for bonding wood, alu- 
minum and other metals, cloth, 
felt, paper, leather, fiber glass, 
rubber, etc.), 


2 For beautifying with Micarta, 
Formica, etc. 


3 For applying plywood wall 
panels without nails. Revolu- 
tionary for“do-it-yourselfers”! 


Which Size Will Sell Fastest? 


Pint, quart and gallon cans, 
all with handy applicator. 


25¢ and 60¢ Bottles with brush; 
35¢ tubes. 


STOCK ALL SIZES! 


Heavily advertised in national 

magazines and hobby books, 

and to your builder, contractor, 
ial ti s. And the ads 

all say “at your hardware store” 





UNITED STATES 
PLYWOOD CORP. 


and 


U.S.-MENGEL PLYWOODS, INC. 
Louisville 1, Ky. 


Branches in Principal Cities — 
Distributing Units in Chief Trading Areas 
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rr paper 2) 


Makes Cop 


National has 


everywhere ! 


important 
Ihe duplicate copies you see 
above were made without carbon paper! This 
is made 


news for business 


possible by use of a special paper 
developed by the laboratories of 
The National Cash Register Company. It is 
called “NCR Paper” (No Carbon Required) 


research 


NCR Paper puts an end to irksome handling 


of carbon paper inserting, removing 


storing 


Saves Time, Avoids Smuddges. 


can’t smudge copies or fingers 


| aster, 


Making multiple records is now as easy as 
picking up 3, 4, 
and 


or more) forms from a stack 


inserting them in a typewriter or 


arbon equired 


the same advantages when making 
copies by hand (receipts, sales slips, guest 


checks, etc.). 


Better Copics. When forms are placed to- 
gether and written on 


by typewriter, busi- 
ness machine, or by 


hand clear, 
copies are made without carbon paper. 


clean 


Ends Carbon Paper Disposal. With 
NCR Paper, troublesome removal and dis- 
posal of used carbon sheets are avoided 


I'ry the new 


‘R Paper and be amazed at 
the 


ease, simplicity, cleanliness 
time-saving it brings to multiple copying 


new and 


THE NATIONAL CASH REGISTER COMPANY. pauton 9, Ohio 


149 OFFICES 


BUILD! Propucts MERCHANDISER 


O4 COT 


VT RIES 


ies without Carbon! 


business machine. And NCR Paper provides 
exactly 


Contact your local business 
forms printer for NCR Paper 

or your nearby National 
representative or write to 


The National Cash Register 
Company, Dayton 9, Ohio 
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GRIFFIN HARDWARE 


IN 4 Yew Vislle Pak 


SELLS ON SIGHT 


The Self-Service Package 
They’ll Reach for { 


SELLS ON SIGHT—Griffin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of each product protects against moisture 
and handling. Each “see-thru” package includes the correct number 
of screws, 


Y R 1rifh ‘ fare items. slect Vv i a 
SELECT YOUR OUR CHOICE of Griffin Hardware items. Select your items. Buy 
only what sells best—the visible pak speeds turnover. 
GRIFFIN INCREASE PROFITS this quick way. This attractive self-service pak 
ITEMS sells on sight. Ask for catalog page GV-1. Order from your dis- 
tributor today. 


yt are R] FFIN iV Euery DOOR NEEDS THREE 
MANUFACTURING COMPANY 


—— GRIFFIN PRODUCTS 





" ERIE + PENNSYLVANIA 
REPRESENTATIVES 
ATLANTA, Ga. DALLAS, Texas JACKSON, Miss. SAN FRANCISCO, Calif. 
Walter S. Johnson & Sons E. H. Farrar L. G. Fuller, Jr. C. L. Lewis 
917 St. Charles Avenve 2nd Unit Sante Fe Bidg. P.O. Box 2113 2450 17th Street 
BOSTON, Mass. DENVER, Colo. KANSAS CITY, Mo. SEATTLE, Wash. 
Austin & Eddy Inc. Roy L. Rogers Harvey D. Rush & Sons R. F. Bevers 
115 Broad Street 1620 Garfield Street 4638 Nichols Parkway 4524 East 60th Street 
CHICAGO, Ill. DETROIT, Mich. NEW YORK, N.Y. ST. LOUIS, Mo. 
Wilbur H. Dovis George A. Gregg The B. S. Alder Compony W. C. Meibaum & Co 
1639 Fargo Avenve 141 W. Eight Mile Rood 45 Warren Street 6954 Olectha Avenve 
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Wheeling’s 
NEW 


engineered 
metal lath 





PACKAGE 











BUILDING Propucts MERCHANDISER 





———~ @liminates < nanoune > trouble! 


F you are still handling metal lath in individ- 
ual 10-sheet bundles, still troubled with 
shaky stacks and time-consuming loadings, 
it’s time you learned about Wheeling’s new 
“Engineered” Metal Lath Package. 


Imagine being able to unload a car in only 
45 minutes, or stacking metal lath ceiling- 
high without its wavering. 


All this is possible because Wheeling’s new 
Metal Lath Package...a factory-packed lift 


*Patent applied for 


pet et 


Atlanta Boston 





Louisville Minneapolis 





STORAG 2 








a SHIPPING | 


of 500 sheets in 50, 10-sheet units...is specif- 
ically designed for fast and easy handling, to 
save time and increase storage space. 


And check these other advantages —triple 
banded to prevent fishtailing and bowing; 
color-keyed and number stenciled for quick 
weight identification; end tagged for easier, 
surer counting. 


So, for greater customer satisfaction, more 
profit per job, order metal lath this easier- 
handling way—in Wheeling’s new Engineered 
Metal Lath Package. Get full details from the 
Wheeling office or warehouse nearest you. 


aster for BEAUTY / 


WHEELING CORRUGATING COMPANY * WHEELING, W.VA. 


Buffalo Chicago Columbus Detroit Houston Kansas City 
New Orleans NewYork Philadelphia Richmond St. Louis 
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EDITORIAL: 


The Show Must Go On! 





This is the second of two editorials about NRLDA’s 
first national exposition and convention. 


In this first attempt at a national exposition, cer- 
tain lessons were learned about what to do and what 
not to do in the future. 

In planning the programs for next and subsequent 
years it might be wise to broaden the objectives and 
purposes for the benefit of the manufacturers, and 
their warehousing wholesalers, as well as dealers. 

Each manufacturer-exhibitor should study the list 
of end-use packages which the dealer merchandises 
to determine: 

(1) In which consumer package his products may 

be used. 


(2) How best to use them. 
(3) How best to display them in use. 


(4) The consumer benefits to be had in the use 

of his product. 

(5) How best to display and sell these benefits. 

Manufacturers might develop exhibits for the an- 
nual national show which would: implement these 
five points in the best possible manner; be suitable 
to dismantle and set up again in regional shows; and 
be suggestive and adaptable for dealer use in their 
own local shows, do-it-yourself schools and store dis- 
plays. 

A 16-billion-dollar industry should employ the 
best professional experience available in planning 
and organizing the national show as a model for 
regional and local efforts. Such employment should 
be full time the year-around. 

The professional organization should have the 
benefit of an advisory committee including manufac- 
turers’ personnel who are skilled and trained in retail 
merchandising exhibits, the retail secretariat with 
its long convention experience, and a group of retail 
dealers who have repeatedly put on local shows in 
cooperation with their manufacturing suppliers. 

Wholesalers should also be represented on the com- 
mittee, especially those within a 500-mile radius of 
the show. Perhaps trade paper people, who have had 
considerable experience in a objective study of dis- 
plays in this country, should also be included. 

A test of the professional organization’s capacity 
will be its ability to master every detail and answer 
the questions of this advisory committee. 


Exclusive Dealer Hours 


In planning and operating these shows specific and 
ample time should be set aside for dealers exclusively 
to visit the exhibits, avoiding all conflicting programs 
of any kind. 

Another specific time should be set up for the 
dealers to bring their contractors, architects and 
building tradesmen with them to the exhibit—the 
consumers still excluded. 

Then public hours should be segregated for con- 
sumer attendance. Dealers, contractors, architects, 
and others, who attend in those hours should be 
treated as part of the public. 

During the public hours, dealers within a radius of 
50 miles of the exhibit vity might rotate in helping 
the manufacturers man the booths—implementing 
the theory that manufacturers should sell with deal- 
ers as well as to them. 

Convention meetings and clinics should coincide 
in timing with the public hours at the exhibit. 

Manufacturers of dealer operating equipment, sup- 
plies and services, which have little interest to con- 
sumers, might be assigned areas where they would 
get the heaviest dealer traffic and they should be 
enceuraged to participate in the workshops and 
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clinics, where use of their type of equipment is dis- 
cussed. 

Exhibits of products which complement each other 
in consumer use could be assigned to adjacent booths, 
where traffic and consumer interest could be sus- 
tained. 

With a few possible exceptions, consumer sales 
should not be made at the shows, nor orders booked, 
but exhibitors should have a plan for developing and 
assigning leads and inquiries. 


Build Attendance 


Attendance should be in the hands of a responsible 
committee. Their responsibility should be delegated 
by types and groups and a sustained year-around 
drive for maximum attendance should be conducted 
by a staff. Great care should be taken to identify all 
classes — dealer, exhibitor, wholesaler, homeowner, 
etc. 

Because both manufacturers and distributors are 
investing substantial amounts in the show, all par- 
ticipants should be given complete reports of at- 
tendance and other statistical results. 

During the early years of the development of the 
annual national show the regional association co- 
operating might be centered in the mid-west and 
the show held alternately in cities like Chicago, 
Cleveland, Detroit, Pittsburgh, St. Louis, Kansas 
City, Twin Cities, etc. Experience shows that dealers 
attendance decreases in inverse ratio to number of 
miles traveled. 


Manufacturer Checklist 


Finally, in planning the actual booth exhibits, 
manufacturers might consider attempting a compre- 
hensive answer to these questions in the minds of 
dealers: 


Does the exhibit make me want to stop, look and 
listen? 

Did I see something new, intriguing, personal and 
dramatic? 

Have I learned something that will be helpful to 
use in merchandising? 

Does it teach me how to display and sell the manu- 
facturer’s product? 

Is it coordinated with the manufacturer’s consumer 
advertising? 

Does it show how I can make more money? 

Do consumer visitors carry away a reminder which 
directs him to the lumber dealer and asks for 
action? 

Was the booth manned by competent personnel? 

Did I learn a new consumer-selling strategy or 
technique? 

Have I been told how the manufacturer and his 
product can best serve me and my customer? 
Was the consumer provided an incentive to leave 

his or her name as a prospect? 

Did the booth suggest display techniques that I can 
use in my own store? 

Does it convince me that my consumers will want 


to buy the product and be willing to pay me a 
profitable price? 


With the majority of these questions satisfactorily 
answered by exhibitors, there will be no question but 
what the good results of this year’s start will be 
multiplied in a geometric rate in the national show in 
next and future years. 


Art Hood 
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Mr. King’s newly-completed big, spacious home in 


Texarkana, Texas. Architect: Reinheimer and Cox. 


Pt00r of the Pudding! 
Prominent Builder uses 
Flintkote Skyline roofing 
for his own new home! 





Mr. Frank King . . . a Southern 
builder with an unusually suc- 
cessful record of achievements, 
knows his building methods and 
materials. 

So, when Mr. King personally 
selected the Skytab specifications 
of Flintkote’s Skyline Roofing 
System to top off the beautiful 
new home he is building for him- 
self—isn’t that proof of the pud- 
ding? Isn’t that proof of this 
system’s great value? 

Why did Mr. King single out 
the Skytab method of Skyline 
Roofing? 


Because Skytab is engineered 
especially for modern low-pitched 
roofs. 

It employs the use of Flintkote 
Mist Gray Shado-Kool Thikbut 
Strip Shingles insuring long-range 
economy and better protection 
against all kinds of weather. 

And Thikbut Shingles provide 
so many harmonious colors to 
choose from... you are able to use 
the one that exactly fills the bill. 

So take a tip from Mr. King. 
Recommend and use Flintkote 
Skyline Roofing. Write for com- 
plete details today. 


Here is Mr. King (center) “‘supervising’’ the in- 
stallation of his 75 squares of Flintkote Skytab 
roofing. Skytab is ideal for all types of con- 
temporary structures, when roof slopes are 
within a range of 2’ to 4” per foot. In addition 
to Skytab, the Skyline System consists of two 
other specifications: Skytex and Skykote... to 
answer most of your modern-day roofing problems. 


 £ Was 


Shingle tabs are quickly, easily and surely 
cemented down with Flintkote’s Stik-Tab Cement, 


THE FLINTKOTE COMPANY, Build- 
ing Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 


SUILDING PropucTS MERCHANDISER 
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Letters to the Editor 


Thought-provoking article. 


To the Editor: In a recent issue 
you wrote a very thought-provoking 
article about the need for a national 
federation of warehousing whole- 
salers. This’ is just a formal noti- 
fication that we are very much in 
favor, of amy association which will 
undeftake to solve some of the many 
dealer problems. Right along this 
line. it may interest you to know 
that since January 1 this year, we 
have arbitrarily eliminated dealings 
with three different manufacturers 
because of deviations from what we 
considered sound merchandising 
principles. 

As it stands now, each wholesaler 
has only his own strength to sup- 
port him. in his efforts to preserve 
some semblance of stability in the 
market he covers. With an associa- 
tion, from this aspect of the whole- 
sale function overall, a stand by 
a group would carry a good deal 
more weight. 


H. P. Robinson, 
Goldberg Wholesale Supply Corp., 
Tarrytown, N. Y. 





Thanks for film aids! 


To the Editor: We are today ship- 
ping by express the film, “By Jupi- 
ter” which you so kindly loaned to 
us for showing to our sales trainees. 
Without question, this film proved 
both interesting and educational 
and we are quite certain the 
trainees gained much from it which 
will be of benefit to them upon their 
assignment in the field. 


J. E. Zeller, Assistant to Manager, 
Promotion and Sales Training Dept., 
Building Materials Div., 

Armstrong Cork Co. 


New interest in American 
Lumberman. 


To the Editor: Since my per- 
sonal acquaintance with you in 
Louisville at the Management Clinic 
we are sending the American Lum- 
berman to our sales personnel and 
we would like to tell you that all of 
us have taken a new interest in your 
magazine. Our salesmen frequently 
comment about a certain article and 
frankly I was overlooking a lot of 
helpful information. 


Albert W. Kittinger, 
Kittinger Lumber Co., Owensboro, Ky. 


Canada sends its thanks! 


To the Editor: By special reso- 
lution of the Board of Directors of 
the B. C. Lumber Survey Ltd., I 
have been directed to convey the 
official thanks of this Association 
for your splendid and generous co- 
operation in making available to our 
members facilities for conducting 
a separate financial survey of the 
retail lumber and building supply 
dealers in the Province of British 
Columbia. 

W. J. Andrew, 
Secretary-manager, 

B. C. Lumber Survey, Ltd., 
Vancouver, B. C., Canada 


Flat Top in New England. 


To the Editor: We were very 
much interested in your recent ar- 
ticle on the “flat-top” truck. In 
1938 we built our first “flat top.” It 
appears it is the same as shown in 
your article except for the fact that 
we had no cab over the driver’s seat. 
We later built a second “flat-top,” 
which is now one or more years old. 
It works out very well. We use it 
entirely for transporting lumber 
from our yard to our detailed wood- 
working mill. I believe that Dick 
Anawalt had a good idea, but it was 
not the original idea. 


E. A. Roy, E. G, Roy Lumber Co., 
Chicopee, Mass. 














——————————— 





THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
FBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 








——- —- 
— 
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-HOUSEY 


SEEN BY 10,000,000 POTENTIAL 


Bee Gee windows spotlighted in a brilliant 
full-color two page spread...in one of the best- 
read features in the strongest merchandising 
magazine in the country. Many thousands of 


Ne ee MODERN WOOD WINDOWS 


quality story will go to a large number of 
your own potential customers, included in 
the tremendous Post readership. Here’s how 
this vast pre-sold audience works for you. 


MORE LIGHT! MORE AIR! NEW MODERN BEAUTY! 


“Window-styling” with Bee Gee windows makes every 
home a model home! Over 170 styles and sizes of modern 
all-wood casement, picture and corner picture windows— 
for every kind of interior, every type of construction. Every 
Bee Gee window is a completely assembled unit, with glass, 
screen and all hardware applied at the factory. Ready for 
quick and easy installation! 


i} te)i Tt Eict 7 Vit aek 


Akron 1, Ohio 


TIE IN WITH THIS POWERFUL 
POST PROMOTION 


Bee Gee quality and style advantages, Bee 
Gee installation economies, and Bee Gee's 
hard-hitting consumer promotion mean 
dealers do more window volume, builders 
find it easier to sell both completed houses 
and remodeling jobs. Bee Gee's heavy pro- 
motion in national newspaper advertising 
and in news-stand home service magazines 
as well as in The Saturday Evening Post is 
building a “consumer franchise”, a national 
demand of which alert dealers and builders 
alike are quick to take advantage. 


BROWN -GRAVES CO. 
Dept. Al-110, Akron 1, Ohic 


Please send my FREE Bee Gee Window Catalog with com- 
plete data and specifications. 


tama [] Builder [(] Architect [[] Dealer [[) Jobber 


NAME 
ADDRESS 


STATE 
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Eighteenth in a merchandising series 


New Uses 


MOLDING lends a distinctive touch to 
flush garage doors. Designs can be 
varied to fit individual tastes. 























PLEASANT SURROUNDINGS invite 
customers to browse through panel- 
mounted millwork samples at the Ed 
Williams Lumber Co., Canton, Ohio. 





How New Uses and Displays Sell More Millwork 


Emphasis on home remodeling 
and repairs, increased building ac- 
tivity, introduction, of new prod- 
ucts and the growing army of home 
handymen are expanding the mar- 
ket for profitable millwork sales. 

By moving millwork into their 
showrooms, displaying it promi- 
nently and suggesting new uses 
for many of the old standbys, many 
dealers are clinching extra sales 
from the increased store traffic. 

“While the modern lumber yard 
is a department store for building 
materials,” says Clarence Coutu, 
president, Coutu Lumber Co., West 
Warwick, R. I. “the operator 
shouldn’t forget that wood prod- 
ucts are his stock in trade. These 
products are goods his customers 
can’t get elsewhere. This means 
the dealer should exploit lumber 
and millwork’s sales possibilities 
with prominent displays.” 

Displays Sell More Windows 

By moving window sash in from 

the warehouse, stacking them ac- 

: cording to size on the showroom 
Display W!OE VARIETY of millwork displayed at the Hixon-Peter- _ floor and displaying prices on large 
Uisplay son Lumber Co., Toledo, Ohio, makes it easy to demonstrate placards, George Bubany, owner of 
the many uses of millwork. the George Bubany Lumber Co., 
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With prominent displays of millwork items, many 











dealers are selling the idea of economical home improvements 
and more living space to budget-minded buyers. 


Gallup, N. M., proved smart display 
could sell millwork. 

“We learned,” Bubany said, 
“that people will buy millwork if 
you'll get it out where they can see 
it. During the first week our sales 
records show we sold five times as 
many windows as any other week.” 

In Salem, Ore., the Portland 
Road Lumber Co. reported an in- 
crease in pick-up sales of millwork 
items when they were prominently 
displayed in the showroom. Kyle 
Cameron, co-owner of the firm, at- 
tributes much of these increased 
sales to more women coming into 
the store. 

I feel women don’t like to go 
into the warehouse or lumber 
shed,” Cameron said. “Our mill- 
work displays give women a chance 
to shop in a manner to which 
they’ve become accustomed to in 
department stores.” 


Displays Save Labor 


To E. R. Bryant, manager, Raul- 
erson’s, Inc., Lake Worth, Fla., 
millwork displays in the store are 
labor savers. 

“Displays save us a lot of time 
since we can fill an order right on 
the spot,” Bryant said. “In manv 
cases the customer can wait on 
himself and this saves us the time 


BuILDING PropucTs MERCHANDISER 


of going out into the warehouse.” 

To appeal to do-it-yourself home- 
owners, Chuck Kohler, manager, 
Modern Materials, Seattle, feels 
lumber and millwork should be dis- 
played in the showroom, so it’ll be 
easier for him to make a selection. 

“We found,” Kohler said, “that 
bringing millwork into the show- 
room has increased our do it -your- 
self trade about five times, but it 
hasn’t affected our contractor bus- 
iness,” 

The effectiveness of prominent 
display was demonstrated recently 
when scalloped valances became a 
fast seller at the Sun Lumber & 
Supply Co., Paramus, N. J. Custo- 
mers entering or leaving tne store 
couldn’t miss seeing the valance 
display near the store’s front coor. 

These valancey, selling at 14¢ to 
40¢ a lineal foot, are a boon to resi- 
dents who want to spruce up their 
home and make it look different 
from the house next door. 

Ingenuity has led to the devel- 
opment of many uses for the val- 
ances. Homeowners are using them 
for fancy edging for eaves around 
the front door or windows, to trim 
garages, breezeways, trellises and 
flower boxes. Inside the home they 
are used to hide drapery rods, for 
shadow box frames and to add a 






New Uses 


MOBILE WALL SECTIONS prefabri- 
cated at the mill and mounted on cast- 
ers, provide economical storage space 
for both old and new homes. 





decorative touch to cabinets. Some 
large sales have been made to com- 
mercial and industrial firms who 
want to dress up their stores and 
offices. 

Taking a hint from the home- 
owners, contractors in the area are 
using valances to economically in- 
ject some individuality into mass- 
built houses. 


Millwork Helps Home Sales 


More than one survey has shown 
that, besides price tags, home buy- 
ers are interested in more efficient 
use of living space. Architects have 
kept construction costs down in 
some cases by using storage parti- 
tions for interior walls. Only the 
four outside walls are wet plas- 
tered. 

Prefab closet fronts and other 
millwork items reduce framing and 
finishing costs and are as much as 
$20 cheaper than most economical 
door-in-wall closets. 

Built-ins can also help save on 
furniture and reate a selling point 
for the budget-minded buyer. Now 
window seats, drop leaf tables and 
desks, ironing boards, room Civid- 
ers, counters and other multi-pur- 
pose millwork items are becoming 
an integral part of the new home. 

Recognizing the trend away from 
cold, colorless kitchens, millwork 
manufacturers are taking advan- 
tage of the natural beauty and tex- 
ture of wood to make the kitchen 
an agreeable place for the whole 


(continued on page 39) 
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FOLDING LEGS 


Make Tables, Platiorms, Work Benches 
. » « Quickly, Easily, Inexpensively! 


A natural for the big “do-it-yoursell” 
market! Perfect for easy sales to homes, 
churches, caterers, offices, factories! 
Sturdy bright-plated steel Atlas Folding 
Legs are easily screwed onto wood, 
plywood, flush doors, etc.; create extra 
sales of materials! They lock into posi- 
tion open or closed; provide plenty of 
leg-room; make tables that support a 
ton or more! BIG INTRODUCTORY 
OFFER PUTS YOU IN BUSINESS WITH 
SELF-SELLING DISPLAY FOR ONLY 
$72.00 . . . send coupon today! 





ATLAS LEGS ... IN SIZES TO 
MAKE TABLES FOR ANY USE... 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 
returns $119.40, 40% profit, at list 
price of $9.95 set. 


ALAN 











Sturdy brace 


supports convenient 
shelf if desired. 


Handsome plywood, 
3-color display sells 
Atlas Legs right off 
our wall, $15 value 
EE with introduc- 
tory offer. 


36th & Reed Sts., 
Phila. 46, Pa. 


good look at 


take a 


ENGELMANN SPRUCE 


one of 10 woods from the 


WESTERN y NE region 


Extremely light and strong for its weight, smooth and 
soft-textured, straight-grained — Engelmann Spruce has 
a wide range of uses from rough construction to fine in- 
terior finish. Its nearly-white color, small knots, ease of 
working suit it for paneling, moulding, window frames 
and built-in furniture. 


Engelmann Spruce comes in 3 select, 5 common, 4 dimen- 
sion grades. You can order it in straight or mixed cars— 
together with other woods from the Western Pine region 
—from most Western Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 





‘FILL OUT AND MAIL COUPON TODAY 


All-Luminum Products 
36th & Reed Sts., Phila. 46, Pa. 


(0 Rush me Introductory Offer of 12 sets of Atlas Legs, 
including FREE display 


C) Send literature and salesman. My 
distributor is. 





Firm Name 
Address 





Zone__ Siate___ shines 





the Associated Woods 


get the facts 
to help you sell 


ENGELMANN SPRUCE 
LARCH 

DOUGLAS FIR 
WHITE FIR 

INCENSE CEDA2 
RED CEDAR 
LODGEPOLE PINE 


CCT MANA CDDHAL 
CNOLUMANN OFKUut 


write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portland 4, Oregon 
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SELL MILLWORK 


(begins on page 36) 





family. By engineering kitchens 
to provide plenty of storage space 
and light, designers have made the 
kitchen a selling point for many 
new homes. 


Sells Mothproofing 


By aggressively promoting cedar 
closet linings—a product available 
only in lumber yards—the Coutu 
Lumber Co., West Warwick, R. L., 
last year moved 40,000 board feet 
during seven months. 

By demonstrating to homeown- 
ers how they could install the 
cedar closet linings themselves, 
Coutu sold 1,000 board feet to the 
do-it-yourself market. Working 
closely with builders, Coutu con- 
vinced some of them that every 
home in the $12,000 class or better 
should have at least two cedar- 
lined closets. These builders soon 
learned that for a small investment 
in cedar closet lining, they could 
easily add $100 to the home’s sell- 
ing price—and provide a desirable 
feature. 


Unfinished Furniture 

A. C. Grimm Planing Mill fea- 
tures millwork in its Christmas ads 
as a gift that can be enjoyed by the 
whole family. Last year, corner 
cabinets were vigorously promoted 
as a gift which could provide de- 
sirable storage space at a small 
cost. To create interest in corner 
cabinets, Grimm held a drawing 
and awarded a cabinet to the win- 
ner. The corner cabinets sold for 
$62.50 assembled, $41.50 KD. A 
time-payment plan, with the first 
installment due in January, was of- 
fered to stimulate sales of large 
millwork items to the Christmas 
market. 


Utility-Grade Doors 

Sold at bargain prices, flush 
doors have become a profit-maker 
at the Capitol Lumber Co., Milwau- 
kee. For the customer who prefers 
to pay more for a perfect door, 
Capitol carries a large assortment. 

“We buy rejects other dealers 
won’t touch,” says Jerry Callner, 
purchasing agent of the firm. We 
show our customers how to fill the 
imperfections with a wood filler 
and by the time they’ve finished it 
would take an expert to tell the 
difference between these rejects 
and others costing three to five 
times as much. 

“We never try to fool our custo- 
mers,” Callner adds. “We stress in 
newspaper ads and our window 
displays that these doors aren’t 
what they could normally buy at a 
big price. What we do is show them 
how a little time and labor will 
give them a product that will look 
and wear well.” 
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Inside the Capitol office, flush 
door rejects are used for desk tops, 
book- cases, sliding cabinet doors 
and other uses to show buyers 
what can be done with a little 
work. By showing customers how 
wrought iron legs and a flush door 
can be combined into an attractive 
table, even rejected doors become 
a profit maker. 

The Long-Bell yard at Garden 
City, Kan., used a novel method to 
increase interest in sliding doors. 
The doors were mounted in a frame 
before a house plan display. To 
see the plans it was necessary to 
slide the doors over. This interest 
catcher doubled the sales of sliding 





panel doors and demonstrated their 
ease of operation effectively. 


Garages Use More Molding 


Now accepted as an integral part 
of the home, garages are widening 
the millwork market. Even mold- 
ing, the old standby, is assuming 
greater importance as a_ profit 
maker. 

Homeowners, buying flush gar- 
age doors and using different sizes 
and shapes of molding, are creat- 
ing individualized garage doors. 
Besides doors and windows, flower 
boxes, shutters, Dutch doors, val- 
ances and other millwork items are 

(continued on page 102) 





Ownership and operation of 
its own mills gives BATE the 


opportunity to control at every 


step of production — from 


timber harvesting to final delivery 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


BATE 


— the high quality that has 
built the BATE reputation. 


That quality is matched by the service 

and dependability offered by the nation- 
wide BATE system of mills, offices and 
distributing yards. Whatever your requirements, 
you can be sure if you order BATE. 


a 
a 
— 


= 77” MEMBERS 
<= WPA SPA. WCLA 


_ 
— 
~~ 
~ 


~ 
~ 


J. HERBERT BATE €0., INC. 
30 Churoh St, New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portiand, Oregon 
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WIDE RANGE of items in unfinished furniture is stocked by 


FOLDING DOORS permit easy access to show 
Harold Schiller, who is talking with a prospective customer here 


windows, where furniture is displayed. 


UNFINISHED FURNITURE IS FEATURED in newly-remodeled store, which stays open 
until 9 on Tuesday nights. Windows are floodlighted at night. 


Does $50,000 in Unfinished Furniture 


New Jersey dealer sells wide line of items, especially to 
young married couples. 


Unfinished furniture offers a 
good chance for volume business 
as well as profitable business the 
way Harold Schiller, owner of the 
Forest Lumber Company, Moun- 
tain Lakes, N. J., operates it. 

Starting with six pieces three 
years ago, Schilier has expanded 
his unfinished furniture depart- 
ment to 300 items, which bring in 
$50,000 annually. 

A trend by many young married 
couples to purchase as much un- 
finished furniture as possible for 
their home has led Mr. Schiller to 
present such a list of pieces to pro- 
spective customers. He figures that 
$250 will buy all the major pieces 
a young couple needs. Here is a 
rundown. 


40 


Living room: three tables, av- 
erage $11 each, $33; two magazine 
racks, $10; bookcases, $8 to $15, 
four totaling $40. Total for living 
room, $83. 

Bedroom: headboard at $11; two 
night stands, $16; Mr. and Mrs. 
Double chest, $49; one additional 
chest, $20. Total $96. 

Kitchen: hutch cabinet, $33; 
four chairs at $6, $24; table, $15. 
Total $72. 

Dining room: corner cabinet op- 
tional. 

Items handled by Forest Lum- 
ber range from $1.50 for a cricket 
stool to $85 for a chest of drawers. 

Located in.a summer resort area, 
Forest Lumber make a lot of sales 
of unfinished furniture to people 


who buy and finish all their furni- 
ture for summer homes. Mr. Schil- 
ier says that sales of unpainted 
furniture are steady the year 
around. At Christmas and New 


. Year’s, there is a run on desks and 


in summer there is a boom on 
wardrobes, outdoor lounge chairs 
and similar pieces. One of the 
steadiest sellers is a chest of draw- 
ers. Mr. Schiller carefully selected 
his stock from 30 different sup- 
pliers. 

Sales of paint, stain, brushes 
and sandpaper added to the sales 
of the furniture, really boost the 
profits in this specialty line. At 
Forest Lumber, all sales of unfin- 
ished furniture are for cash and 
no returns are allowed. 
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TO BE IN THE SWIM, SELL TENSION SCREENS! 
TO WIN TOP SALES, SELL 


KEYSTO 


TENSION SCREENS are the most modern, convenient and 
economical window screens ever. They weigh a lot less than 
old-fashioned screens... are a cinch to put up and take down 
from inside the house. They solve the storage problem. 
BUT ...FOR TOP SALES IT’S KEYSTONE 

Just make a comparison of tension screens and you'll see why 
Keystones are in a class by themselves. In the first place, 
they're all-aluminum ... never rust or stain the woodwork 
... have extra years of service life. What's more, only Key- 
stones have all five of the following special advantages: 


1 —Slide bracket held by a screw. A round- 
headed screw installed in the top blind stop 


holds the readily removable top bar bracket. 
sill holds Keystone Screen securely in place. : 
Just turn the knob to adjust for proper per- 
manent setting. -_ 
WIRE CLOTH COMPANY 
HANOVER, PA./ 


2 — Patented, tamper-proof tension catch at 


FOSTORIA, OHIO 


BUILDING PropucTs MERCHANDISER 
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~ 
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3— Exclusive Keystone free-floating sill bar 
assures snug fit at bottom... automatically 
adjusts the screen to uneven or off-level sill 
...is easily raised in a jiffy for dusting. 


4 —There’s no bulky, unsightly hardware on 
the window sill with Keystone Screens... 
just two small, neat, permanent brackets. Only 
six screws in all are required for each window. 


—— 
-_- 


5 —The extra-strong vertical edges of Key- 
stone Screens are 5-strand s@lvage formed of 
special flat wire to assure coftiplete depend- 
ability and necessary tautness. 


For maximum sales in, this fast-growing market, get the 
whole story about Keystone Aluminum Frameless Tension 
Screens. Mail coupon below. 


et he NE RR A Ne KETENE aR aOR 
Keystone Wire Cloth Co. 
Dept. 8-11, Hanover, Pa. 


Kindly send me full information about Keystone Aluminum Frameless 
Tension Screens. 


Firm susssmasennstvansiandiiitinndiatiaih j 
My name_ liaateadls j 








Street 





City Zone State 
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the dealer’s salesman said: 
“TRINITY WHITE 
would look good on 


that job..." 











TRINITY WHITE | 
TRINITY WHITE — 
TRINITY WHITE. 





‘ TRINITY WHITE ) Detaie like white ... just for the same 


reason your wife likes white household 
wT linens . . . or you like a white shirt. 
Sug NITY WW 1 And it’s the same way with Trinity White 
—the whitest white cement. And by far 
ATE the best cement for color jobs. * So put 
TRINITY wei in a stock of Trinity White and suggest 
it to householders, builders, contractors 
—it won’t stay in stock very long! ¢ 
Trinity White is a true portland 
cement. It meets all Federal and ASTM 
specifications. * Let Trinity White 
build sales and profits for you. Widely 
advertised to architects, contractors 


and the building trades for many years! 


nly Meets all Federal and 


A.S.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. ® Chicago © Dallas © Chattanooga © Tampa ® Los Angeles 
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NEW MODELS 


NEW FEATURES 


INTERNATIONAL keeps ‘em coming... 


all the time, to do today’s truck jobs 


better, at lower cost! 


INTERNATIONAL continually brings you great 
new truck features, new all-truck models, new 
value for your truck dollars, in the world’s most 
complete truck line. INTERNATIONAL follows this 
policy to give you right now the developments 
that will help you do your hauling jobs better, 
cut your costs and boost your profits. Before 
you make any truck purchase, check all the 
new developments shown here — then let your 
INTERNATIONAL Dealer or Branch give you all 
the reasons why an INTERNATIONAL is your best 
truck buy. 


INTERNATIONAL HARVESTER COMPANY * CHICAGO 





NEW optional power steering for all 
models. New ONE HUNDRED \-ton 
pickup offers newest light-duty truck fea- 
tures, including tubeless tires, standard — 
optional automatic transmission or over- 
drive. 


NEW mnuiti-stop models with METRO® 
bodies — 14,000 to 16,000 Ibs. GVW. 10 
other models — 5,400 to 11,000 Ibs. GVW 
with METRO. and METROETTE bodies 
available with new METRO-Matic trans- 
mission. 


=. high economy, big 
capacity COE models —3 series, 12 mod 
els from 21,000 to 30,000 Ibs. GVW 
50,000 to 65,000 Ibs. GCW. Also availabie 
with sleeper cab. 


NEW super Space Saver ROADLINER® 
conventional truck-tractors that haul ali 
35-foot trailers in 45-foot limit. GCW, 
42,000 to 65,000 Ibs 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks 





a 


NEW tectory-instatiea 50-inch one-man 
cab that permits balanced, 2-side load- 
ing of steel, lumber, pipe and other 
longer-than-truck materials. 


NEW increases power, with all-new 
201-hp Royal Red Diamond 501 engine 
standard in new high-power-to-weight 220 
Series models. 


des 


NEW ar-230 60,000 Ibs. GVW six- 
wheeler, one of 25 six-wheel models — all 
with new maintenance-reducing, extra 
rugged rubber-bushed bogie. 


PLUS four-wheel-drive models of 


11,000 and 15,000 ibs. GVW — bullt for 
lowest cost operation in roughest, tough- 
est terrain. 


Ta 


PLUS factory - installed, Underwriters’ 
approved LPG power, available as op- 
tional equipment in 54 models from 
4,200 to 45,000 Ibs, GVW. 


PLUS 10 diesel engines for 30 models. 
The INTERNATIONAL line of 185 basi 
models offers widest choice of power 
36 engines, gasoline, LPG and diesel. 


industrial Power... Refrigerators and Freezers 


See the season's new TV hit, “The Halls of Ivy,” with the Ronald Colmans, Tuesdays, CBS-TV, 8:30 p.m., EST 


Ki TRL ULE C 


BUILDING PropucTs MERCHANDISER 


Standard of the Highway 
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By building their advertising 
and displays around a do-it-your- 
self theme, Fisher Lumber Co., 
Santa Monica, Calif., has increased 
its volume by 30%, according to 
Thomas J. Fox, president. 

“We began pushing the build-it- 
yourself idea three years ago,” 
explained Mr. Fox, 

Fisher’s newspaper ads _ pro- 
moted do-it-yourself repair and 
remodeling jobs. American Lum- 
berman’s HOME Maintenance & 
Improvement magazine was sent to 
a selected list of customers. In 
addition, the display room was en- 
larged to allow twice as much 
space for showing tools and gen- 
eral building materials. 

Both credit terms and do-it- 
yourself projects are featured in 
all the firm’s ads. One half-page 
ad showed picture of six members 
of the Fisher organization with a 
work experience totaling 132 years. 
The ad said: 

“Our staff is well qualified to 
assist you in the many problems 
that may arise when planning and 
building your new home or re- 


DO-IT-YOURSELF SIGN reminds customers of the products and services at the modeling your present one. . . let 


store. Perforated hardboard makes it easy to keep tools neat. 


ALSO FURNISHED 
IN RING SHANK 


(To obtain more data on advertised products see page 108) 


us help you do-it-yourself.” 





AVOID ROOT LEAKS 


LEAD-SEAL 


Lead is under the head 
and down the shank. 
When the noil is driven, 
the hole ground the 
nall is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a perfect 
double seal. 


TRIPLE-LOCK 


As the “bump” is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail ain 
working out. The nail, 
lead and sheet are 
solidly locked to- 
gether. 


DRIVE SCREW 
SHANK.... 


. +» mokes the nail turn 
and hold like o screw. 
tt holds with a power- 
ful, unyielding grip. 
Threads are deep and 
sharp because they 
are formed after 
galvanizing. 





with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . . . they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 
the shank, insuring a permanent seal through which no moisture 
can penetrate. 

Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance thit 
they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


FOR GALVANIZED AND ALUMINUM ROOFING 





The DENISTON COMPANY In Canada 
49th & South Western Avenue Eastern Steel Products Co., Ltd. 
Chicago 9, Iilinols Preston, Ontarie 


Please send me without cost: 


C Directions Booklet [] Complete price information [] Pallet and other 
type noils 


Name 
Address__ 
City 
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LUMBER DEALERS’ 
PROFIT BUILDERS 


A Monthly Collection of Sales Ideas Gathered 
for the Use of Lumber Dealers by REZ 











A model of clever low-budget promo- 
tional planning was this successful week- 
end do-it-yourself tent show staged by 
Hill-Behan Lumber Co., St. Louis. The 
store’s parking lot provided a free tent 
site. Exhibits were installed and staffed 


by building supply distributors whose 
fees for display space helped pay tent 
rent. One final touch of genius: while 
admission to the tent was free—the exit 
led visitors directiy into the store where 
displays were keyed to the tent exhibits. 





FREE TOOL CHECK 


Here’s a way to make friends that makes 
sales, too. Advertise that men can bring 
in hand and power tools to see if they’re 
in proper working order. 

You might extend the service to re- 
pairs made at cost. Or you could arrange 
for a good repairman to use your place 


“WOMEN’S DAY” AT 
YOUR LUMBER YARD 
CAN BE SENSATION 


Women, latest surveys reveal, control 
85% of all family spending. Reason 
enough to direct a promotion their way. 

Stage and publicize a “Women’s Day” 
every few weeks. Demonstrate simple 
repair work, new types of building ma- 
terials, various remodeling jobs. Pro- 
mote a basic tool kit for every home. 
Teach wood finishing and wallpapering. 

You have endless material to interest 
women—and a wide-open chance to 
double the number of your prospects— 
sell Mr. AND MRS. Public! 


BUILDING Propucts MERCHANDISER 


BUILDS BUSINESS 


as a collection point with you taking a 
commission for your trouble. 

There are many possible ways you 
might adapt such a service to your situ- 
ation. Not only do you get a chance to 
sell tools, you give building materials 
prospects a reason to come to your store. 





HE WONT BE BACK! 





UH-IT'S FOR A BIRD 
FEEDING STATION. 
I'VE NEVER BOUGHT 
LUMBER BEFORE 








This is for the birds, yawns Buster 
Goofball, a clerk who likes dig orders. 
Buster thinks grown-up men who fool 
with birds have feathers in their heads. 
Why, Buster’s attitude says, did this 
bird-brain have to come to me? 

Poor embarassed Mr. Fudge! He just 
wants to learn on something easy so 
later he can do some carpentry around 
his house. 

Well, Mr. Fudge learned one thing. 
If he wants help and courteous service, 
he’d better trade somewhere else. 


Does Buster Goofball work for you? 





$5.00 Reward for Bright Ideas 


If you've worked out some promo- 
tional gimmick that has paid off in 
cash or convenience, send us o brief 
description and perhaps a picture. 
REZ will pay you $5 if it's used here. 
Write to: REZ PROFIT BUILDERS, 
Merchandising Division, Monsanto 
Chemical Company, 800 N. 12th 
St., St. Louis 1, Missouri. 











JUST 4 REZ TYPES FORM A FULL 
BEST-SELLER WOOD FINISH LINE 


Rex sales are up for the fourth straight 
year because Rez offers all the popular 
natural and blonde wood effects. Yet 
you stock only four kinds of finish: 

Rex Sealer and Primer— clear pemeentens 
sealer; a primer under stain, enamel, 
paint; or a final interior finish. 


White Rez—a nonacid blonding sealer. 


Satinwood Rez— varnish-type semigloss. 
Raz Color-Tones — pigmented penetrat- 
ing sealers in Cedar, Driftwood, Mahog- 
any, Redwood and Sage, for use straight 
or mixed to beautify, protect and finish. 
For data, write Monsanto Chemical 
Company, Merchandising Division, 800 
North 12th Street, St. Louis 1, Mo. 








BECOMES PART OF THE WOOD 


MONSANTO 
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Mayas 11’s THOSE tough lumber graders 
at the mills. Perhaps it’s the modern lumber 
making machinery. The secret may be 


athe our timber—America’s greatest single stand 
why Oowlwet & 


of virgin Ponderosa Pineetimber. 


Maybe it’s our craftsmen who cut logs to 
Ponderosa Pine y ; 


lumber and run that lumber into 


packs more sell” a smooth, straight, finished product. 

. The combination of aL of these make 
in every piece SOUTHWEST Ponderosa Pine a premium 
quality wood. And you'll like our service 
on all popular SourHwest Ponderosa 
Pine items—straight or mixed cars. 


Please have nearest SOUTHWEST representative give 
price list and information on your products to: 


Name 





Address___. 


City 
By 











We Ship 6,000 Cars a Year 


° SHEATHING ° SUB-FLOORING ° ROOF DECKING e PANELING e INTERIOR FINISH 
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Sell the insulation that's making sales history... 


TWINSULATION 


Gold Bond Spun Rock Wool blankets sell the year round 














No one knows this better than the busy 
dealers who stock Twinsulation! Their 
customers everywhere are discovering 

that amazing double-action Twinsula- 
tion protects homes from heat and cold 
...and saves money in heating and air 
conditioning bills, too! Twinsulation’s 
heat-reflective surfaces and heat-block- 
ing spun rock wool give you a plus in- 
sulation value to sell—a value that is 
fast making Twinsulation the most pop- 
ular insulation material in the big “do- 
it-yourself” market. 


Twinsulation in Full- or Semi-Thick 
sizes, together with Regular Gold Bond 
Spun Rock Wool Blankets in Full-, 
Semi- and Mat-Thick sizes, mean you 
can offer a complete insulation line to 
satisfy every prospect — and make more 
insulation profits throughout the year. 
Get the full story on fabulous, new 
Twinsulation and the full Gold Bond 
Rock Wool line. Call your Gold Bond 
Representative — or write to: 





NATIONAL GYPSUM COMPANY, BUFFALO 2,N. Y. 


Build better with l 


dj LATH, PLASTER GYPSUM BOARD INSULATION BOARDS ROCK WOOL PAINTS AND ACOUSTICAL ASBESTOS ROOTING 


§ AND LIME pRooucTs PLANKS ANDO TILES INSULATION TEXTURES res AND SIDING 


Gold Bond EB. . ROCK WOOL INSULATION 
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New Materials 





applying foil-backed gypsum board. 


cS } 
: 
6) ae 
Bales 


Courtesy Gypsum Association 


REMODELING an old enclosed porch into a comfortable living area was easily accom- 
plished with a few alterations, which included the removal of the old wooden ceiling and 


New Developments Sell Porch Enclosures 


Fresh concepts in windows, heating and building 


materials can help you sell the idea of enclosed porches as 
all-weather living and play areas. 


Emphasis on outdoor living dur- 
ing the past decade has led to the 
widespread use in new home con- 
struction of breezeways, sun decks, 
patios and other areas which come 
under the general heading of 
porches. 

Enclosing these porches — and 
those of homes built a generation 
ago—to create more living space 
makes a profitable building mate- 
rials package in which a dealer can 
wrap up sales of lumber, hard- 
ware, wallboard, windows, doors, 


paint and possibly floor and ceiling 
tile, also wall paneling. 

Alert retailers, working through 
their contractor-customers and do- 
it-yourself handymen are ringing 
up profitable sales of packaged 
porch enclosure and repair jobs. 
Unlike a good many remodeling 
jobs, porches in need of modern- 
ization can be spotted by driving 
through a community. Following 
up these observations with either 
direct mail, phone calls or a per- 
sonal visit will result in more 





lem in his home? 


enclosed their porches? 


fall and winter building slump? 


the job himself? 





Checklist for Porch Enclosure Promotion 
—Sell the idea of an enclosed porch as a year ‘round living area? 


—Make personal visits to discuss the prospect's individual porch prob- 
—Use before-and-after photographs to show prospects how cthers have 


—Suggest methods of enclosing a porch to indecisive prospects? 
—Feature budget terms in all advertising? 
—Help prospects solve their enclosed porch heating problems? 


—Stress the availability of labor for small remodeling jobs during the 


—Help the customer choose a contractor or advise him if he's doing 
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packaged porch enclosure sales. 

In a recent survey, the Gypsum 
Association learned that out of 
seven million homeowners in the 
market for more living space, 20% 
had unfinished attics and 32% had 
porches of at least 72 square feet 
of area that can be converted into 
a living area. It is obvious that 
porch enclosures will be one of 
the most frequent methods of ob- 
taining additional room. 


Windows Speed Enclosures 


Porch enclosures are simplified 
now by the wide variety of win- 
dows and building materials avail- 
able. There are many ways to 
enclose a porch, but most of the 
elements used are windows of one 
kind or another. Available for this 
work are common porch sash, case- 
ments, awning, double-hung, slid- 
ing and jalousie windows. 

One of the first widespread uses 
for both jalousie and awning-type 
windows was for porch and breeze- 
way enclosures. Though the con- 
struction industry was slow to 
adopt jalousies, the home improve- 
ment industry realized their po- 
tentialities for porch enclosures. 
Now the popularity of jalousies 
has led to their use as prime 
windows. 

For porch enclosures, jalousies 
are ideal. They permit complete 
visibility and perfect ventilation, 
permitting the homeowner to regu- 
late the direction of incoming 
breezes and avoid drafts. Jalou- 
sies also furnish adequate protec- 
tion against rain; the homeowner 
can sit on his porch during a 


1954, AMERICAN LUMBERMAN & 














summer storm and have adequate 
ventilation while experiencing the 
feeling of being outdoors. 

“We borrowed the old sun porch 
idea from the north to merchandise 
jalousie windows for outdoor liv- 
ing in Florida,” says Paul R. Tay- 
lor, of the Renuart Lumber Co., 
Miami, “and I can see no reason 
why they can’t be used to furnish 
comfortable outdoor living areas in 
northern climates.” 

Bob Dane, Jr., co-owner of the 
Dane Lumber Co., Beloit, Wis., has 
successfully sold jalousies for 
porch and patio enclosures for two 
years. “As more people see the 
possibilities of these windows, 
they’ll find more uses for them,” 
commented Dane. 


Glass Licks Heat Problem 


One of the first obstacles to con- 
verting porches into living areas 
in northern climates was the diffi- 
culty of heating the new space 
after it was enclosed. Often this 
presented an unsurmountable 
problem and the idea of porch en- 
closures for an extra all-year liv- 
ing space seldom became a reality. 

The prohibitive costs of install- 
ing heating ducts or plumbing for 
hot water or steam heat and the 
lack of consumer acceptance of 
electricity as an alternative meth- 
od of heating was one of the major 
reasons for putting off porch en- 
closures in colder climates. 

During the past few years, de- 
sign engineers have replaced the 
old radiant-type electric heater 
with glowing wires with a modern 
glass-type heater which uses infra- 
red rays to radiate heat and uses 
much less current. 

The heating element consists of 
a shatterproof glass panel with a 
chemical element fused onto the 
back surface. When current passes 
through this element, heat energy 
is generated and the glass becomes 
a source of penetrating infra-red 
heat. Thermostats turn the cur- 
rent off when the panel reaches a 
desired preset temperature. 

Since there are no pipes or ducts, 
installation is simple. The glass 
panel is removed from the frame, 
which is then secured into place 
with screws. After the wiring is 
completed, the glass panel is put 
into the frame and locked in place 
with an outer safety ring. This 
type heating panel may be in- 
stalled as perimeter heating or as 
a ceiling unit. 

Warm-air circulating heaters, 
some of which are about as small 
as a lighting fixture, are also used 
to heat porch areas. In these 
heaters, air is forced down the 
heating coils by a circulating fan 
which forces the warm air down 
into the room. This circulation of 
air keeps the room at an even tem- 
perature, and because the air is 
(continued on page 52) 
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JALOUSIES, first introduced in the south for porch 
and breezeway enclosures, are rapidly gathering popu 
larity in the north. 





New Windows 
































New Windows 


AWNING WINDOWS, are suitable for porch 
enclosures by allowing good visibility and 
ventilation, besides being easy to clean from 
the inside 
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Forest View Manor, New 
Kensington, Pa., a 90 single 
home project. Builder: Key- 
stone Construction Co., New 
Kensington, Pa. Windows: 
Lupton Aluminum Casements 

















Lupton Casement 
Steel or Aluminum 


another Lupton Window job... 


seventeen on the way... 


Ten finished . . 
sixty-three more to go. When finished, there 
will be ninety houses in this New Kensington 
development and all of them Lupton 
Aluminum Window equipped. It’s a trend all 
over the country . . . down South, up North, 
in the West and on the Coast . . . more and 
more builders are using Lupton Windows. And 
why not... for Lupton Windows are backed 
by over 40 years experience with a reputation 
for quality and long service that’s hard to beat. 


Today’s buyers are looking for value. They’ll 
get it with Lupton Aluminum Windows. No 
painting ever. Precision construction for trouble- 
free long life. Easy operation. Trim, modern 
lines for inside and outside beauty. Quick 
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delivery from East and West Coast warehouses. 
And .. . Lupton helps you sell with national 
advertising in trade, professional and consumer 
papers... wall cards ... literature . . . and 
a complete line of windows in steel and alu- 
minum. See your nearest distributor or write 
direct for full details on proft-packed Lupton 


Metal Windows. 


MICHAEL FLYNN MANUFACTURING CO. 


700 East Godfrey Avenue, Philadelphia 24, Penna. 


Member Steel Window Institute & Aluminum Window Mfrs. Assoc 


LUPTON 


METAL WINDOWS 

















Lupton Aluminum 
Double Hung Window 
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Lupton Aluminum 
Awning Window 


NEW SALES HELPS 
FOR LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 
helps 


NEW POSTERS 


Big colorful ... 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows 
One features Lupton 


Aluminum Casement 
W indows 


Make your sales easier 
with these colorful mer 
chandising aids they Il 
help make customers out 
of prospects. 


BulLpING PropucTs MERCHANDISER 


Partial List of LUPTON Distributors 


ALABAMA: 
Birmingham 1: Virginia Stee! Co., Inc 
P. O. Box 1152, 1007 37th Place North 


ARIZONA: 
Phoenix: Mallico Distributors 
P. O. Box 3916, 315 South lith Ave 


CALIFORNIA: 

Burbank: Arrow Sash, Door & Mil! Co 
243 West Santa Anita Ave 
Stockton: Michael Flynn Mfg. Co 
Warehouse—1441 W. Fremont St 
Whittier: Whittier Glass and Mirror Co. 
11434 E. Whittier Blvd 


CONNECTICUT: 


W. Hartford: General Building Products Co. 


12 Brixton St. 
DELAWARE: 
Wilmington: Hance Hardware Co. 
74 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA: 


Washington 11: Cushwa Brick & Bldg. Sup. Co. 


137 Ingraham St. N.E. 


FLORIDA: 
Gainesville: Stringfellow Supply Co 
P. O. Box 152, 536 S. W. Second Ave 


St. Petersburg: Metal Building Products, Inc 


P. O. Box 1559, 2700 22nd St. North 


GEORGIA: 
Atlanta 1: Henry Taylor & Son 


P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


KANSAS: 
Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd 
Wichita 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 


KENTUCKY: 
Covlostons Tate Builders Supply Co., Inc. 


P. O. Box 27—Rouse Sta., 19th & Russell Sts. 


Erlanger: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
Lexington: Clay Ingels Co., Inc. 
347 E. Main St. 


LOUISIANA: 
New Orleans 19: Favrot and Pierson 
3511 Toulouse St 


MARYLAND: 
Baltimore 3: Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts 


MASSACHUSETTS: 
Arlington 74: Boston Screen & Sash Co. 
91 Mystic Street 


Springfield: General Building Products Co. 


232 Albany St. 
Worcester: General Building Products Co. 
120 Grove St. 


MICHIGAN: 
Grand Ay x 7: Steele Bros. & Todd 
Cottage Grove, S.E 


MISSOURI: 
Kansas Cty tae Brick & Stone Co. 
Ox 


NEBRASKA: 

Omaha: B & C Steel Corp., Inc 
508 Karbach Bldg. 
Scottsbluff: B & C Steel Corp., Inc 
Scottsbluf¥-Gering Highway 


NEW JERSEY: 

Camden: Camden Glass & Mirror Co. 
22nd & Federal Sts 
Newark: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave 


Trenton: Industrial Engineering Works, Inc. 


67 Bloomsbury St. 


hiEW YORK: 
Elmira: LeValley Mcleod, Inc. 
5 E. Church St. 


New York 54: Fireproof Products Co., Inc. 


138 Bruckner Bivd. 


MICHAEL 


NORTH CAROLINA: 
Charlotte: R. J. Lock Stee! Products Corp. 
P.O. Box 1763, 1200 W. Moorehead St. 


OHIO: 
Dayton 9: Hilltop-Dayton, Inc. 
Box 586-H, R. R. 
Toledo 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 


OKLAHOMA: 
Oklahoma City 6: Lusco Brick & Stone Co. 
N. Klein St. 
Tulsa: Allied Hordware & Supply Co. 
7500 Sand Springs Rd. 


OREGON: 
Portland 10: Mercer Steel Co., Inc. 
5 N.W. Nicolai St. 


PENNSYLVANIA: 
Allentown: United Materials Co. 
314 Gordon 
Bellefonte: M. L. Claster & Sons, Inc. 
P. O. Box 539, 197 S. Water St. 
Du Bois: H. Shakespeare & Sons 
Du Bois St. 
Erie: Ralph A. Neff 
341 Shenley Drive 
Harrisburg: C. H. Hershock, Inc. 
1513 N. Cameron St. 
Lancaster: Charles E. Johnson 
P. O. Box 293, 312 N. Lime St. 
New Castle: Fleming Steel Co. 
Pen Argyl: Orrin E. Palmer 
2 Hardin Ave. 
New Holland: 
New Holland Concrete Products Co., Inc. 
ey h 22: C. C. Shannon 
Empire Bldg., 507 Liberty Ave. 
Reading: Berks Building Block Corp. 
2210 North 5th St 
Scranton 2: Anthracite rides Co. 
300 Genet Street 
Turbotville: Turbotville Block Co., Inc. 
Wilkes-Barre: William H. Pierce 
402 Bennett Bidg. 
Wilkes-Borre: F. N. Henry 
540 S. Main St. 
York: Atlas Manufacturing Co. 
Grantley Rd. & Pa. RR. 


RHODE ISLAND: 
Providence: General Building Products Co. 
P. O. Box 415, 185 Charles St. 


SOUTH CAROLINA: 
Columbia: Kline Iron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE: 

Knoxville: Dealers Warehouse Corp. 
1372 North 6th Ave. 
Nashville: McMurray Structural Steel Co. 
1504 Demonbreun St. 


TEXAS: 
Dallas: Gene Paige Co. 
P. O. Box 2428, 2434 S. Harwood 2. 
El Paso: Electrical & Mechanical Supp 
P. O. Box 3247, Sta. A, 708-716 N. Pie - ey St. 
Houston 7: Gene Paige Co. 
7620 Washington Ave. 


UTAH: 
Salt Loke City: Buehner Block Co. 
2800 South West Temple 


WEST VIRGINIA: 
Charleston 28: Fireproof Products Co. 
P. O. Box 2311, Suite 422—Professional Bidg. 
Martinsburg: Richard R. Feller Co. 
P. O. Box 543, 900 Baltimore St. 


VIRGINIA: 
Bristol: Central Warehouse Corp. 
Box 85, 512 Scott St. 
Richmond 21: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Office—3122 W. Cary St. 


WISCONSIN: 
Milwaukee 13: Thomae Glass Co. 
6510 West River Parkway 


FLYNN MANUFACTURING COMPANY 


Sales Offices and Sales Representatives 


MAIN OFFICE AND PLANT 
700 East Godfrey Avenue, Phila. 24, Pa. 


LOS ANGELES 


672 S. Lafayette Park Place, Los Angeles 57, Cal. 


STOCKTON (Warehouse) 
1441 Fremont Street, Stockton, Cal. 


KANSAS CITY 
Herb W. George) 
9209 Cherry St., Kansas City 5, Mo. 


NEW YORK 
51 E. 42nd Street, New York 17, N. Y. 
CINCINNATI 


De Sales Building, 1620 Madison Road 
Cincinnati 6, Ohio 
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New Windows 








PORCH ENCLOSURES 
(begins on page 48) 





constantly passing 
heater housing, the 
overheat. 


through the 
unit cannot 


Promote Porch Packages Now 

Though a porch is a symbol of 
summer living, fall is the best time 
to promote porch enclosure pack- 
ages. Advertising should stress 
the fuel savings resulting from 
the enclosure and also the fact 
that it can be done in a very short 
time as a do-it-yourself project. 
If a contractor is to handle the job, 
advising the prospect that carpen- 
ters are more readily available for 
such small jobs this time of the 
year has helped sell porch en- 

closure packages on an all-year 
* basis. 

Profit-wise, some dealers may 
feel porch enclosure packages are 
insignificant, but a satisfactory 
job often leads to another remodel- 
ing job in the customer’s home. 
Neighbors, too, become interested 
and may want a similar job done 
on their porches. 

Harris Brothers, Chicago, which 
aggressively promotes all types of 
home improvements, slants its 
porch enclosure advertising to- 
ward budget terms and the end-use 
of a comfortable living area. Its 
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ad copy reads: 

“For real home pleasure, there’s 
nothing like a porch. Relax with 
screened-in comfort during the fall 
months. Then laugh at the cold 
and snow of winter from behind 
your weathertight windows. All 
year long enjoy the use of sunny 
added rooms. In addition to this, 
you greatly increase the value of 
your property. And it’s easy, just 
phone for an estimate.” 

Prominently displayed in the ad 
are budget terms spread over a 
three-year period. Other dealers 
have learned that hard-hitting ads 
which sell the end-use of an en- 
closed porch’s comfort and conven- 
ience are the best methods of stim- 
ulating interest in this type home 
remodeling. 


Photographs Helpful 

Since the design and types of 
porches vary so widely, it’s impos- 
sible to set up a model or mock-up 
in the show room as can be done 
with attic or basement recreation 
rooms. 

One of the best methods of put- 
ting across what can be done with 
porches is to collect a series of 
before-and-after photographs of 
recent porch enclosure jobs to 
show prospects that even the old- 
est house can get a new lease on 
life with a porch improvement. 
Alert salesmen back these pictures 

(continued on page 54) 
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PICTURE-WINDOW UNITS enclosing three sides of a patio convert it into an all-weather 
recreation room, 


We'll design them, furnish aff 
materials and rough them in se 
yeu can dq the easy finishing 
werk and save money! 


SCREEN IT IN FOR SUMMER 


We'll frame Wt ep and arrange at 
the rough werk... you de the 
screening and painting and save 

money! . . 


we 
| MONEY 
| DOWN 








ENCLOSE IT WITH 
JALOUSIE WINDOWS 
Fer Yeer ‘Rewnd Use... 
We lt furnish off meteriot: & errenge 
oll the reegh work on tell we 


what port of the lob you went te 
de yourselt! 


ee OR WE WILL ARRANGE THE COMPLETE JOB 
Call GRovehill 6-7400 Monday 


(Werk done by approved guild craftimen) 


LBR. & COAL CO. 


2600 W 79th St GR 6.740 





Promotion 


ENCLOSED PORCHES at budget 
prices and free estimates help Gee 
Lumber & Fuel Co., Chicago, promote 
porch remodeling in the fall. 


LLUMBERMAN & 





MOVES FAST! 
GIVES ME A BIG 
MARKUP... 


MORE PROFITS ! 




















IF YOU LIKE THESE ADVANTAGES... 





KEEPS ITS GOOD LOOKS! 


CANT STAIN SIDING WITH 
RED RUST! 


NO PAINT- NO MAINTENANCE ! 
CANT BURN! 


° 


PROMOTE ALUMINUM SCREENING! 


Avuminum insect wire cloth offers more advantages to 
your customers — more profits for you. 


While we do not make insect wire cloth, we do sup- 
ply the leading screening manufacturers listed below 
with Kaiser Aluminum Wire . . . wire that is nationally 
recognized for outstanding quality. 


Made of strong, durable, cladded aluminum, Kaiser 
Aluminum Wire meets or exceeds commercial stand- 
ards and federal specifications. 


Kaiser Aluminum & Chemical Sales, Inc. General 


Kiser Aluminum 


setting the pace—in growth, quality and service 
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Sales Office, Palmolive Bldg., Chicago 11, IIl.; Execu- 
tive Office, Kaiser Bldg., Oakland 12, California. 





Alabama Wire Co., Inc. 

American Wire Fabrics 
Corp. 

Clark Wire & Supply 
Corp. 

Donald Ropes & Wire 
Cloth, Ltd. 


per & Steel Industries, 
Inc. 





Hanover Wire Cloth Divi- 
sion, Continental Cop- 


Promote the aluminum screening of these 
leading manufacturers 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 
Pennwoven, Inc. 


Phifer Aluminum Screen 
Co. 


Seneca Wire & Mfg. Co. 
Spargo Wire Co. 


Standard Wire Cloth & 
Screen Co. 


Wire Products, Inc. 
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PORCH ENCLOSURES 


(begins on page 48) 





with a tour through the home plan- 
ning section to show the prospects 
the various type windows and 
building materials available for 
porch enclosures and stressing 
budget prices. 

The Gee Lumber & Coal Co., Chi- 
cago, has found photographs help- 
ful in selling all types of home re- 
modeling jobs, but especially use- 
ful for promoting porch enclo- 
sures. By showing the prospect 
what others have done and ex- 
plaining how it was done helps 


clinch many sales. Many home- 
owners want an enclosed porch but 
have no idea of how to go about 
doing it. By showing them ex- 
amples, and explaining the proce- 
dure and materials used, there is 
little difficulty clinching the sale. 


Profitable Sidelines 


Profitable sideline to porch en- 
closure sales is repairing old 
porches, stairs and remodeling 
porches that were enclosed years 
ago. Though these jobs may seem 
trifling, many yards have two or 
three men working all year ’round 
as “House Doctors.” And these 
smaller jobs usually lead to the 
larger ones. 
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WOODTAPE furnishes a quick, simple, one- 
step method of edge-banding all types of ply- 
wood, It goes on in seconds. Anyone can do 
it. WOODTAPE is a natural for Do-It-Your- 


self customers as well as for professional wood 


workers. 


WOODTAPE is real wood veneer with a 
pressure-sensative adhesive backing. It comes 
in six different woods to match any plywood. 
WOODTAPE can be sanded, stained, finished 
the same as the plywood panel face. 

WOODTAPE eliminates gluing, clamping, 


sawing and nailing. 


coupon for full details today. 


Makes rough plywood 
edges into smooth, beautiful surfaces. You 
profit by selling WOODTAPE, and WOOD. 


TAPE helps you sell more plywood. Send the 





WOODTAPE comes in 
Red and White Mahog 
any, Fir, Birch, Oak and 
Walnut. Just press to 
apply: Gives a permanent 
yond, 


*Trade Mark of Puget Modern, Inc 





BRANCH 
WAREHOUSES 

Detroit NAME . 

Grand Rapids 


Indianapolis 


ORGANIZATION 
‘eee ADDRESS . 
Peoria 


Rockford wee 





AETNA PLYWOOD & VENEER COMPANY 
1732 N. Elston Avenue, Chicago 22, II. 


Please send me literature and information on WOOD. 
TAPE by return mail. 


ip cin a TEP ETTT ee 
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The Ridge Lumber Co., Roch- 
ester, N. Y., found that it could 
make house steps cheaper than a 
home handyman could fabricate 
and install them. The steps are 
made in the company mill of No. 2 
common pine and the firm prices 
them at $2.75 per lineal foot per 
step. In a short period, the yard 
sold 240 sets of steps ranging from 
$25 to $70 each installed. 


Painting isn’t included in the 
price, and this has led to sales of 
paint and paint accessories which 
have helped make porch step fab- 
rication profitable. 

Peoples Lumber Co., Biloxi, 
Miss., discovered extra profits were 
available from the sale of precast 
concrete porch steps. A sample 
mailing of 200 illustrated post 
cards resulted in sales of 20 sets 
of concrete steps. 

Now, whenever an employe of 
Peoples spots a set of steps in need 
of repairs, he secures the name 
and address of the occupant and a 
mimeographed postal card is mail- 
ed to the address. Often the postal 
card is backed up with a personal 
call. 

The steps, inexpensive to make, 
are available in a variety of widths 
and heights. Two men can install 
a set in less than an hour. Installa- 
tion is free and includes removal 
of the old steps. 

Holland Lumber Co., Panama 
City, Fla., uses a somewhat similar 
technique. Truck drivers keep their 
eyes open and get the address of 
porch steps in need of repair. Hol- 
land stockpiles precast concrete 
steps of various sizes and promises 
quick delivery to clinch sales of 
porch step repairs. 

Porch enclosures and repairs 
comprise a big business opportun- 
ity in remodeling work. There are 
millions of older homes located in 
every community that could be in- 
creased in livability if their 
porches were properly enclosed. 
More living space is highly desired 
by many homeowners, and the pro- 
motion-wise lumber dealers are 
helping them get this space with 
packaged porch enclosures. 


More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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“Century” Apac used as the ceiling in truck platform and custom office inspection enclosure 
and toll entrance at the Blue Water International Bridge, Port Huron, Michigan. Genera 
contractor: Collins & Catlin, inc. Designing Engineers: Modjeski & Masters 


Weather Resistance and Low Maintenance 
with ‘“CENTURY’’ Ashestos-Cement Sheets 


“Century” Apac as used on the ceilings in the above 
structures met the need for speedy installation and 
without the necessity for a protective finish. The natural 
gray color blended well with the concrete construction. 
The very nature of these buildings will subject the 
ceilings of Apac to wide changes in temperature and 
humidity. The surfaces can be easily cleaned, even 
hosed down if desired. 


Added to all the above advantages is the fact that 
“Century” Apac sheets cannot burn. They are made of 
asbestos fiber and portland cement—two practically 


KEASBEY & MATTISON company © AMBLER © PENNSYLVANIA 


Noture made asbestos ...Keasbey & Mattison has made it serve mankind since 1873 


BUILDING PropucTs MERCHANDISER 








indestructible fireproof materials. They will not cor- 
rode and they successfully resist the attacks of rats and 
destructive insects. 


“Century” Flat Asbestos-Cement Sheets are offered in 
three types: —Apac, an all-purpose moderately priced 
sheet: Linabestos, for more rigorous, exacting condi- 
tions and Sheetflextos in 4%’’ thickness where flexibility 
is of prime importance. 


Ask your K&M distributor for more information 
about “Century” Flat Asbestos-Cement Sheets. Or 
write directly to us. 
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The BEAVER LUMBER (eo 


REDWOOD TRIM AND GLASS FRONT make attractive exterior combination. 
Company store sign and departmental identifications are solid redwood letters 
enameled white. “Goods of the Woods” slogan sign is striated stained fir plywood. 


Good Lighting ¢s 


Important Selling Tool in New Store 


a 5 “pe. Effective light, combined with attractive 


5 ae colors and story-telling signs, stimulate buy- 
Pad fo Drailel’ Woes TSN IR A 


ALS. ing in Ohio dealer’s beautiful display room. 
te eer . r Ps » "4 
4 


I 


y! : 


‘ Professional advice on lighting, color, signs. and 
eS general store layout from merchandising sources out- 
side the lumber industry were used to good advantage 
by Beaver Lumber Co. in planning its new store in 
Akron, Ohio. 

Being located in the “Rubber Capital of the World,” 
it was only natural that Mr. Messerly should accept 
the advice and assistance of his friends at Goodyear 
on the subjects of lighting, layout and product iden- 
tification. 

For example, the lighting in the new store is so ef- 
fective that lighting experts have come to examine 
the new layout and m.:asure the candle power. Slim- 
line fluorescent lighting with egg-crate fixtures is 
used for overall store illumination; the intensity is 
sufficient to give a 140-candle power reading at the 
sales counter. 


Lighting Dramatizes Building 


In addition, flush ceiling lights are used to step up 
lighting in the display windows; spot lights are used 
on posts to dramatize specific displays. Outside, 24 
floodlights are used to illuminate the store signs 
and the parking lot. Floodlights and spot lights are 
| RES : kept burning all night. 

MATCHING~ DRAPERIES and home furnishings is easy ponte . be 2 
with Beaver’s paneling exhibits. President, Carl E. Messerly We feel that our showroom is the best advertising 
is the salesman. Decorators and architects made good use we can get,” comments Mr. Messerly, president, 
of these facilities. Seaver Lumber Co., who concentrated his efforts in 
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BRILLIANT LIGHTING, outside 
and inside store, dramatizes dis- 
plays. Note spotlight over count 
er and slimline egg-crate fixtures 
throughout store 





the architectural millwork business until a year ago, 
when he decided to go after consumer traffic in the 
do-it-yourself field. 

Most of the Akron rubber plant workers pass the 
Beaver layout twice daily; the traffic count reaches a 
peak of 5,000 cars an hour, a buying potential which 
the company is tapping with increasing frequency. 

Certain store areas are paneled in unusual woods, 
a company specialty; these include cypress, birch, 
redwood, ash and cherry. Unpaneled wall areas are 
painted light green; display islands are painted 
bright yellow and trimmed in black. 

All major displays are mounted on casters to allow 
flexible store arrangement. After a year’s experience 
with the layout, Mr. Messerly is convinced that over- 
all store visibility is important; displays that hide 
other displays are not good. 


Self-Service Displays 


Partial self-service is encouraged by price-markiug 
and identification signs. Customers bring many of 
these items to the counter for wrapping and checkout. 

Island fixtures were purchased from an Ohio manu- 
facturer, who specializes in such fixtures. (Interested 
dealers may write to American Lumberman for the 
name of this firm.) 

Diversified products on display range from com- 
plete lines of hand and power tools; paints and ac- 
cessories; kitchen cabinets and lawn furniture; to 
driveway topping and household hardware. Where 
store traffic is greatest, aisles are 36 inches wide with 
reduced aisle width in locations where less traffic is 
expected. 

Seaver does a strong promotional job with such 
specialty items as wrought iron legs, which are sold 
with solid door cutouts for furnture pieces. Most 
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SPECIALTIES GET GOOD PLAY at Beaver’s. 
shop leftovers and wrought iron legs sold in the store 


















Table, foreground, is made from 









































































BACK-TO-BACK ISLANDS can be readily moved since they 
are mounted on casters. Both power and hand tools are 
given strong promotion 












profitable sales area for its size is the section just 
inside the entrance devoted to sacked mortar mix. 

Display newspaper space, and radio spots three 
times a week tied in with a popular record and 
weather report program, brings the Beaver company 
name, products and services to thousands of pros- 
pects. 
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NEW CHEVROLET TRUCKS 


have what it takes to boost 


efficiency and bring down costs! 


In the next three paragraphs you'll find a few good 
reasons why you can get more work out of a Chevrolet 
truck and save money doing it. 


INCREASED POWER IS THE FIRST BIG REASON 


With Chevrolet's higher compression ratio you’ve got 
more power under the hood. Power that results in 
greater acceleration and hill-climbing ability. Faster 
starts and acceleration over the day’s work save valu- 
able time and increase over-all efficiency. Check the gas 
mileage, too. With this higher compression ratio, your 
Chevrolet truck registers more miles on the job for each 
tankful of gas. That’s where you start to save money. 


BUILT-IN RUGGEDNESS SAVES EVEN MORE 


The strength and stamina of more rigid frames, and the 
special chassis features that pertain to each model — 
these combine to add extra ruggednes’, to your Chevrolet 
truck. Push it hard on the rough jobs; keep it going 
over long schedules—you'll still find your upkeep costs 
lower and your Chevrolet trucks lasting a lot longer. 


ONE LAST POINT—and maybe the most important to 
you—you'll find Chevrolet's line of trucks priced the 
lowest of all! Talk over your needs with your Chevrolet 
dealer. He'll be glad to give you the facts about the 
best model for your job. Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY J08! 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 261” 
engine* for extra heavy hauling. The ““Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION* —offered on %-, %- and 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK- 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* — eliminates back- 
rubbing. MEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space. 
COMFORTMASTER CAB—offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision. WIDE-BASE WHEELS —for in- 
creased tire mileage. BALL-GEAR STEERING —easier, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 


handsome appearance. 


*Optional at extra cost, Ride Control Seat is available on 

all cabs of 1'/,- and 2-ton models, standard cabs only in 

other models, ‘‘Jobmaster 261"’ engine available on 2-ton 

models, truck Hydra-Matic transmission on '/2-, Y4- and 
l-ton models, 
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ALMOST 
ANYWHERE 











BY LUMBER 
DEALERS 








When the public wants lumber, it goes to 
a lumber yard...and usually buys other 
l items, too. For increased profit stock na- 
tionally advertised West Coast Lumber 
... Douglas Fir, West Coast Hemlock, 
Western Red Cedar and Sitka Spruce. 


Send for folder describing free advertising and promotional material. 
West Coast Lumbermen's Assn., 1410 S.W. Morrison, Portland 5, Oregon 
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CUSTOMERS 
CAN BUY PAINT 


Whatever the job...sugqest lumber first! 


WEST COAST LUMBER 
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BOOTH TROPHY awarded to the McCaslin Lumber Co. at the Idaho State Fair 
is exhibited here by Don Hardenbrook, left, manager of the firm’s paint depart- 
ment, and Willis Linzy, manager of the hardware and plumbing department. 


Idaho Dealers 


With a display booth devoted to 
demonstrations of power tools, 
painting and home planning facili- 
ties, the R. J. McCaslin & Son Lum- 
ber Co., Boise, Idaho, won first 
prize in the merchants’ division at 
the Idaho State Fair. About 80,000 
people visited the merchants’ 
building during the fair at Boise. 

“We promoted the do-it-yourself 


Booth Wins State Fair Prize 


theme throughout on our booth,” 
says C. A. Evans, manager, “and 
at one end we had a home planning 
department where architect Wil- 
liam F. Thomas answered ques- 
tions. We were very happy with 
the results and we feel the promo- 
tion will be of help throughout the 
ensuing year,” Evans adds. 





Fencing Display Pays Off 


This yard display area for fenc- 
ing and portable feed troughs pays 
off in extra impulse sales for the 
Lyons Lumber Co., Clinton, Iowa. 
“Many farmers drive in to pick up 
other materials and end up pur- 
chasing additional fencing or one 
of our prefabbed feed troughs,” 
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says manager Glenn Sheeley. 

The products are displayed on a 
loading ramp which enables easy 
transfer to farmers’ trucks. The 
displays, which carry prominent 
price tags, can be seen from the 
street. 
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—Courtesy Masonite Corporation 


PYRAMID LITERATURE RACK 
makes handy, five-shelf storage area. 


Unusual Use for 
Perforated Hardboard 


Pyramid-like literature racks at 
the Dardis Lumber Co., Burling- 
ton, Wis., cleverly combine both 
display and storage. Materials for 
the racks, which were designed by 
manager Hugh G. Dardis, cost 
about $12 for each. 

The three-sided display features 
perforated hardboard panels and 
matching fixtures on which self- 
service literature is displayed. 
Five shelves are provided inside 
the rack for literature storage. 
“Frequent restocking of the racks 
is necessary because customers 
quickly deplete them,” says Dardis. 

The units are 4'-8” high. The 
base triangle (plywood), measures 
2’-4” per side and the top triangle 
measures nine inches per side. The 
rack can be mounted on stationary 
legs or on a revolving assembly. 
Each display is painted to match 
surroundings. Racks are small 
enough to use for display of re- 
lated literature in various depart- 
ments. 

The Dardis Co. made three racks 
for its yards in Burlington, Hart- 
ford and Sturdevant, Wis. 


£ 
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"PHONE BOOK JACKET is examined 
by Norbert Jung, employe of the Wil- 
bur Lumber Co., Cedar Lake, Ind. 


Color Speeds-Up Molding Selection 


Phone Book Jackets 
Are Good Advertising 


Molding can be selected much 
faster at the Butt Lumber Co., 
Inc., Azusa, Calif., since the firm 
started a color system to define 


different length. 

Lengths under eight feet are not 
color-marked; blue is used for 
eight-foot lengths; green for 10- 


foot; brown for 12-foot; red for 
14-foot; and yellow is used for 16- 
foot pieces. All the color keys for 
the system are listed on card 
charts tacked up in front of the 
bins. 


various lengths. To eliminate 
guesswork and groping for the 
right piece of molding in 28 bins, 
the firm uses washable water col- 
ors on the end-tips to identify each 


Bright plastic jackets which 
keep telephone books from becom- 
ing dog-eared in public places are 
proving to be an excellent method 
of keeping the name of the Wilbur 
Lumber Company’s line yards be- 
fore the public. Some yards also 
distribute the jackets to contrac- 
tor-customers. 

C. R. Wilbur, West Allis, Wis., 
executive of the firm which op- 
erates yards in Wisconsin, Illinois 
and Indiana, says: “We made a 
special effort to have our employes 
actually put the covers on the 
‘phone books instead of just hand- 
ing them out. We tried to put 
them on ’phone books in public 
‘phone booths, grocery stores, tav- 
erns, beautv parlors, etc., where 
many people, perhaps strangers to 
us, might see our name,” he ex- 
plains. 

Cost of the imprinted covers is 
80 cents each. 

The red jackets, which are print- 
ed in white, contain the legend 
“telephone directory” at the top 
and the firm’s name, address, 
*phone number and slogan at che 
bottom. A line drawing shows an 
attractive new home. 

Name of the manufacturer of 
the jackets will be furnished on : 
request: Write American Lumber- of attention from farmers,” says 
man, 139 N. Clark St., Chicago 2, Don Elder, manager, shown hold- 
lll. ing the ventilator thermostat. 

‘. Z “The ventilators are not only a 
good profit item,” says Don, “but 
the display shows farmers that our 
firm is progressive and thinking in 
—— of modern farming meth- 
oas. 


Ventilator Display 

Attracts Farmers 
“Fall hogs will thrive in a well- 
ventilated hog house,” says the 
sign on this ventilator display at 
the Eclipse Lumber Co., De Witt, 
Iowa. “The display attracts plenty 


Winter's Coming! 
Here's a Good Traffic Item 


Signs over a combined snow 
shovel and calcium chloride dis- 
play at the Steel City Lumber & 
Supply Co., Gary, Ind., says: “Re- 
move that ice & snow the easy way 
with calcium chloride; Remove 
that ice & snow the hard way with 
snow shovels.” 

The 100-pound bags of salt 
($3.66) outsold the snow shovels 
($3) by a margin of 5-1. Notice 
the carefully decorated window in 
the background. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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EMPHASIZE OUTSTANDING FEATURES and buyer 
benefits in selling specialty items like roofing and siding. 


Buying fear is based mainly on ignorance of what the 


specialty will do 


PRESTIGE ADVANTAGES and pride of property im- 
provement can be used to help sell specialties. 


Facts Help Sell Building Specialties 


Three 


resistance to building specialties. 


simple ways 


By Graham Rohrer 
Director of Specialty Sales 
Georgia-Pacific Plywood Co. 


The sale of specialties consti- 
tutes an increasingly important 
phase of practically every building 
supply dealer’s business. By spe- 
cialties, I mean such items as pre- 
fabricated mantels, metal windows, 
plastic-surfaced plywood, acousti™ 
cal tile, textured wood wall panel- 
ing and composition shingles. 

Although in selling any type of 
building material the price the 
dealer asks for it is certainly a 
factor in its movement, the dis- 
tinctive benefits that any specialty 
will give the customer will gener- 
ally outweigh the price in the cus- 
tomer’s final decision. 

Presenting these benefits clearly 
and persuasively is simply a mat- 
ter of salesmanship. Specialties 
offer the dealer an opportunity to 
increase his sales and profits 
through the exercise of sound 
salesmanship. 


Sell Unique Features 


The determining factors in sell- 
ing any building specialty success- 
fully are the completeness and 
clarity with which that item’s 
unique features and benefits are 
made to appeal to the customer. 
If at any point in discussing a spe- 
cialty, the prospect says no, this 
is seldom because of the price. It 
is basically because the buyer is 
not yet fully aware of the advan- 
tages the product really offers him. 
He is thus afraid to commit him- 
self to favorable action. 

The prospect’s fear of buying 
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to overcome the 


customer’s 


may be any one or more of three 
sorts. He may be fearful that the 
product is not as outstanding as 
the dealer has implied. This is 
product fear. He may be fearful 
about spending as much as the 
dealer recommends that he spend. 
This is money fear. Or he may be 
fearful of making a favorable buy- 
ing decision that he will be taken 
to task for by someone else. This 
is fear of others. These three types 
of fear that hold back a customer 
from buying a specialty recom- 
mended to him can all be overcome 
by sound salesmanship. 

There are three simple ways to 
overcome the three sorts of fear 
that may make a customer hesitate 
to buy the specialty he really needs 
and which you have recommended. 


These three ways are: 


1. Emphasize the possible money 
advantages in using the spe- 
cialty—the higher rent, the high- 
er and quicker sale for the prop- 
erty, the appreciation in value, 
that will result (whether or not 
the property remains in the ewn- 
er’s hands), the lower mainte- 
nance cost—all the money ad- 
vantages. 


Emphasize the specialty’s out- 
standing features and the bene- 
fits the buyer will get from each 
—(the product advantages). 


Stress the benefits that any third 
person, whose opinion the cus- 
tomer may be concerned about, 
will get from the customer’s 
purchase of this specialty. In 
the case of a wife, stress the 
prestige advantages, the pride 
that can be taken in having 
something really superior. 


November 


And always build up the custo- 
mer’s confidence in his own judg- 
ment, if he will change his ‘‘no” 
to “yes.” 

The one sure way to allay a cus- 
tomer’s fear of buying the special- 
ty you have recommended, is to 
give him facts. Yet some building 
materials dealers and many of their 
salesmen need to be better in- 
formed on their specialties. It is 
in the selling of the specialties that 
they need all the reserve selling 
ammunition they can lay their 
hands on. 

Building specialties offer the 
dealer a real opportunity for profit 
through the exercise of good sales- 
manship. They can even be sold 
to customers who at first say 
“no.” They can be sold to these 
customers simply by overcoming 
their fear of buying, which is based 
mainly on ignorance of what the 
specialty will do for them. This 
ignorance, and the buying fear it 
causes, can best be dissipated by 
giving the customer the real facts. 
That is why manufacturers of 
building specialties are forever 
urging dealers and dealer-salesmen 
to read the literature they put out. 
For this literature contains the 
selling facts needed to remove the 
fear of buying. 

When a customer says “no,” 
where a specialty is concerned, it 
usually is because he needs more 
facts. Overcome his fear by giving 
him more facts. 


IT'S NO 
SECRET 


that American Lumberman dealer cir- 
culation has reached an all-time high 
of 23,078.* This is 2,627 copies more 
than its nearest competitor. 

*Source A.B.C. statement, June 30, 1954 
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Fouher Products 


SPECIALIZING IN 


PONDEROSA PINE 
“DOUGLAS FIR 
~ REDWOOD 


(eo. J.Silbernagel 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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Advertisement 


Dallas Gets New 13 Story 
Parking Garage 


THE ABOVE PICTURE of the new Medical Arts 
Parking Garage, in Dallas, was taken during late 
stages of construction. At this writing it was at the 
ten story level, and by the time this gets into print, 
should be practically finished. 


It is a poured concrete structure, with architectural 
finish, and a unique design, obtained by placing 4x8 
panels, vertically at the base of each story, and 2x8 
sheets horizontally at the top. 


Departing from the hitherto accepted methods of 
heavy, expensive forming usually associated with 
buildings of this type, O’Rourke Construction Com- 
pany, of Dallas and Houston used the Gates Concrete 
Form Ties for the first time. 

Working with Gates dealer Steed McGee, vice presi- 
dent of F. M. Equipment, and Gill and Harrell & 
Associates, Architects, O’Rourke Construction was able 
to make substantial savings in both material and labor. 


According to Paul Muckelroy, Superintendent, and 
E. W. (Eddie) Fletcher, Foreman, using the Gates 
system of forming, they were able to reduce the num- 
ber of studs required by 50%, with a saving ir labor 
of 30% to 35%. This was possible because the number 
of walers required was greatly reduced, which in turn 
made stripping much easier, with considerably less 
damage to the face of sheathing and other materials. 


An additional safety factor was apparent also, be- 
cause the amount of material to be handled on the 
dangerous exterior side of the wall and from floor to 
floor was reduced. 


At the nine story level, Eddie Fletcher checked the 
building from top to bottom and from side to side 
with a transit. He was surprised and delighted to find 
that at no point did the structure vary more than 
Y¥, inch from plumb. 


For information and assistance on how you can make 
substantial savings on forming costs on your next job, 
write Gates and Sons, Inc., Dept. AL-11, 80 South 
Galapago Street, Denver 19, Colorado. Adv. 
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Wa tech Sales Go Up 


CPS SALES 


When You Install 
MULTIPLEX MERCHANDISERS 











Hundreds of leading lumber and building supply re- 
tailers have found that Multiplex Steel-Frame Swinging 
Panel Merchandisers help them multiply their sales. 


These modern merchandisers provide the most effec- 
tive way to show samples of all types of flat merchan- 
dise such as lumber, wallboard, roofing, wall covering, 
flooring. tile and other building specialties, right up 
front where customers can make their own comparison 
and selection. The door merchandisers have pivot 
brackets which fit to top and bottom of doors and have 
heavy steel pivot bars. 


Coupon below is for your convenience. Mail it today 
and get complete information on the many sizes and 
types of Merchandisers that will help you multiply 
your sales. 


MULT:PLEX: DISPLAY FIXTURE CO. 


907-917 North 10th Street 





St. Louis 1, Missouri 
Please send your Display Equipment Catalog 

NAME 

COMPANY 

ADDRESS 


CITY AND STATE 




















NOW... 
NEW REVISED EDITION 


560 page volume — 5 x 6 inches. New 
ideal size — big enough to lie fiat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
11th edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
is ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150. 00 and the starting unit price is 
$20.00 — a total of 461 main dollar es 
plus pricing units of squares such as shing 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lun lum ay to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price sehedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 

ve | and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for ter durability. Total 
pages are now 560 vs the old 504. 


The price is only $16.50—you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy 
immediately. 


American Lumberman, Inc., 139 N. Clark, 
Chicago 2, Illinois 
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The second step 
is up fo you... 


it can be a mighty profitable one!) 


The first step has been taken the minute Fenestra ads, like the one 
below, appear on the desks of your prospects and customers. And 
this happens pretty often, because Fenestra* Hollow Metal Door 
ads have been appearing month after month in leading business, 
architectural and builder publications. The second step is yours. 
Stock and push Fenestra Door-Frame-Hardware Units. They offer 
you one of the finest profit opportunities in the building field! For 
complete details, write to Detroit Steel Products Company, Dept. 
AL-11, 2246 East Grand Blvd., Detroit 11, Michigan. *° 
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Just 15 Minutes a Day... . 


ONLY ONE FILE is required to keep track of key building materials in the Port 


Townsend Lumber Co. yard 
that takes but 10-15 minutes 


Above, 


Earl W. Helander makes the daily check 


. » » » Maintains Inventory Control 


A modified form of inventory control 
on building materials only, has repaid 
the moderate investment and effort 
that went into it many times over for 
Earl W. Helander, Port Townsend 
Lumber Co., Port Townsend, Wash. 
Owner Helander lists the following 
advantages for his system, which he 
installed in 1948: 


1. It prevents those occasional 
losses from over-ordering that cannot 
very well be avoided without some 
method for inventory control. 


2. It keeps building material stocks 
in balance, preventing the owner from 
tying up working capital in slow mov- 
ing items. 

3. It can be installed inexpensively 
and gradually in the lumber dealer’s 
spare moments. 


4. It can be maintained with little 
daily effort (10-15 minutes a day for 
Port Townsend Lumber). 


5. It is practical for either small 
or large lumber yards, Port Townsend 
Lumber being in the former classifica- 
tion with a three employe crew. 


Prevents Over-Ordering 


A principal purpose of the system is 
to prevent the kind of over-ordering 
that it is very easy to be tricked into 
by circumstances and that can be 
especially painful for the dealer. Mr. 
Helander cites as an example the pos- 
sibility of two large construction jobs 
going on simultaneously, both using 
the same type of wallboard. Several 
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large sales of that wallboard are 
made, so that the dealer is confronted 
with what looks like a trend. He may 
therefore place an unusually large 
order with his supplier just at the 
time the two jobs are finished. 


As a result he finds himself with 
sufficient stock of that material to 
last for five years at the normal rate 
of demand. ad he had a record of 
purchases and inventory over a period 
of time, on the other hand, he would 
have recognized the temporary char- 
acter of the “trend.” In other cases 
the error may not be so great, yet an 
accumulation of a number of small 
errors means a large total amount of 
working capital tied up in excess in- 
ventory. 


The system developed by Mr. Helan- 
der consists of a Kardex file in which 
he keeps a record of all purchases of 
building materials which he believes 
it is necessary to control. Sales are 
likewise recorded for most rf those 
materials so that an approximate in- 
ventory can be kept up to date. 


Items Controlled 


The main items for which he main- 
tains controls include plywood, wall- 
board, ceiling tile, roofing, dimension 
lumber, finish lumber and molding, 
doors, windows, insulation and siding. 
He does not keep track of purchases 
of his wide variety of hardware stock, 
nor of building material items that 
have a too limited yearly sales volume. 
With dimension lumber, records of 


purchases and sales are kept not only 
of the type and size but for each of 
the various common lengths. 

“I do not try to keep more than an 
approximate perpetual inventory, and 
that only on those items that we buy 
and sell in appreciable quantity,” says 
Mr. Helander. “The inventory is ap- 
proximate because I do not need to 
have it exact for purposes of reorder- 
ing, and the amount of work required 
to keep it exactly up to date would 
very nearly nullify the advantages. 

“I do keep track of all purchases 
exactly on all items in the file, and on 
items such as plywood, ceiling tile, 
dimension lumber, etc., that are 
bought in sizeable quantities, sales are 
also entered to show the approximate 
balance. I do not enter all small sales, 
such as 50 feet of shiplap or a part 
of a sheet of plywood. 


Hence the card may show 32 sheets 
of a particular plywood in stock when 
we actually have only 27, but for our 
purposes that is unimportant. While 
we may not know exactly what the 
present inventory is, we can tell ex- 
actly what our sales have been over 
a period of time, which is what we 
need to know in reordering. 

“The exact figure for each item is 
brought up to date at least once a 
year at the time of our regular inven- 
tory. In addition, we can take a spot 
check on any item where we need to 
know the exact amount on hand. 


Visual Check 


“Our purchases only, are recorded 
on such items as finished lumber and 
molding, and on other similar items 
that are usually bought in small 
amounts by our customers. They are 
simply reordered from a visual check 
of the stock by our yard, salesman. 
Here again, the actual figure is cor- 
rected with our first of the year inven- 
tory, and the record of purchases 
gives us the information we need to 
reorder in the correct amounts. 


“A device that has facilitated con- 
siderably keeping the records in good 
order, has been the inter-communica- 
tions set-up between the office and the 
yard. I can get a spot check quickly 
simply by talking to an employe in the 
shed, and can also check for a cus- 
tomer whether we have the desired 
quantity of a particular item in stock. 


Low in Cost 


“The cost of setting up such a sys- 
tem is moderate. I went overboard at 
first and bought two files at a cost of 
$300. I also started keeping track of 
many items that did not sell in suffi- 
cient quantity to be worth the trouble. 
I found that keeping track of the pur- 
chases did not influence my orderjpg 
of them since I would not have over- 
ordered on them anyway. Conse- 
quently I stopped keeping track of 
them and find I now need only one 
file to do the work. 


“Setting it up can be done in the 
owner’s spare moments, as I did it, 
taking care of those items that cause 
the most trouble, first. After it is set 
up it takes very little time to keep it 
up to date. But it is well worth the 
trouble and I would never try to op- 
erate without some such control sys- 
tem again.” 
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trouble... 


Ton build-in 





meets the demand for 


2 | Trouble Free BASEMENT and 
Meet the Growing Demand! ta allies 


The popularity of dry wall construction is grow- 
ing ... and growing fast! That means more and 
more of your customers will need dry wall tools. 
The perfect answer is Goldblatt Dry Wall Tools! Neither you nor your custom- 

* 7 “ 
Big demand? You've seen it yourself. For ex- er will get stuck” when you 


ample, look at these figures: an estimated 7,000,000 sell trouble-free Donley base- 
owners of one-family homes need more space. At 


ment and utility windows. 
$1,000 a room, the dollar potential of this new mar- ; 


ket is $7 billion—almost half of the total $15 billion These units are made of %- 
volume of new residential construction done in 1953! 


The bi é thi . wan ha De ul NJ inch hot rolled steel and are 
pe ig part of this work wi ry wall construc- equipped with two position 
a a . i . r stops. The sash is designed 

And that’s a new market—a bonus market in . . , 
addition to the growing use of dry wall in new home for glazing with or without 
construction. Constructed putty and features a positive 
BB osenve'tey locking mechanism. The utili- 

Get ready now to fill your customers’ growing 4 





installation. ‘ ; 
need for dry wall tools. Stock and sell the most com- ty window, with a removable 


plete line of tools especially designed to meet the upper sash, is widely used in 
needs of dry wall construction—Goldblatt Dry Wall | shops, garages, storerooms 
Tools! 


and basements. In addition, 
screens are available for 


SEND TODAY FOR | both types. 
FREE CATALOG Stock the best for your cus- 


tomers .. . sell non-sticking 
You'll find this catalog weather-tight Donley base- 
is a guide-book to profits. : ‘ 
Stock and sell Goldblatt Ce- ment and utility windows. 
ment-Finishing, Plasterers’, 
Dry Wall, Masonry and other 


construction tools and equip- 


All corners 
ment... Discover NEW 


electrically Write today for free e 
customers, NEW sales, NEW & welded for catalog “Donley Devices” 


added 
strength. 


FIRST CHOICE OF THE # 
TROWEL TRADES 


; 
oldblatt) roo. COMPANY 


1924-E Walnut St., Kansas City, Me. 


profits! 


DONLEY PRODUCTS 
IMPROVE THE HOME 





THE DONLEY BROTHERS COMPANY 
13928 Miles Avenue, Cleveland 2, Ohio 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


No. 22 of a Series 


MATS FOR YOUR CHRISTMAS ADS 


In October 18th issue, Ad-of-the-Week reproduced 
a suggested “horizontal” style layout for a handbill 
or newspaper ad. At right, the same mats have been 
arranged in a “vertical” layout. 


This versatility is one of the valuable advantages 
of ADservice mats. They are easily adaptable to 
ads of any size from one column to a page, as well 
as to handbills and direct mail. The mats can be 
used in single-item and multi-item ads. A total of 
254 mat illustrations are available-—picturing com- 
pleted projects, products and applications. 


3y this date, your plans for Christmas promotion 
no doubt are well developed—exterior and interior 
decorating ideas worked out and material on hand, 
displays planned, your first ads and handbills being 
prepared. 


Do not finalize your Christmas ad schedule too far 
in advance. Keep it flexible, allowing last-minute 
changes in sizes, dates and merchandise featured. 
Keep a close check on which items are attracting 
buyers, which are not, and make changes in ads 
accordingly. For instance, if hand and power tools 
or work benches seem to be getting considerable 
“play,” run an extra ad or give these items more 
space in ads being planned. Of course you will re- 
verse this procedure in the case of strictly seasonal 
merchandise such as toys or Christmas trees, putting 
on additional advertising pressure if sales are slow. 


SEND TODAY FOR 
THIS FREE AD BOOK 


A complete, ready-to-use ad- 
vertising service — layouts, 
headlines, copy suggestions, 
valuable ideas, plus repro- 
ductions of mats available to 
dealers. 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 











It’s easy to make up the attractive 3-col. ad below, 
and hundreds of others, when you use mats offered 
in the ADservice book (see coupon below). 


YOUR NAME OR SIGNATURE CUT HERE 
Gift Suggestion Check List 
9 ron 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio *McCracken & McCall, inc Lexington, Ky 


Kiln ae and Air Dried i‘ —_ = Hardwoods Appalachian Hardwoods POPLAR BEVEL SIDING 
Century” Oak and ple Flooring Band Saw and Planing Mill at Flat Lick, Ky. 


*j, P. Hamer Lbr. Co Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Bemis Hardwood Lbr. Co.. . .Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. “Yeante 
and Oak Flooring 


*M. E. Crisp Lbr. Co Welch, W. Va. 

West Vises and Kentu Hardwoods, Oak. 
Deples, Booch, Hast pa, Aak Hickory, Ch ee Ss oes *The Mower Lbr. Charleston, W. Va. 
West Virginia or Vigertas and Glued-up Dimension. 


Drv Kiln and Fleniog = faci — oe. Nallen, Dailey. 
‘olcord and Pettus 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *Wood-Mosaic Co., Inc Louisville, Ky. 


A Hardwoods, , Planing Mill Products. “Parkay” Ready-Finished Hardwood Flooring, Lumber, 
seelachien Rertwosde_ Pserog, Mt picned, Nyrtoes 





Always Specity 
Appalachian Hardwoods 


® Member Appalachian Hardwood Manufacturers, Inc. 
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AMONG THE DEALERS Help Home Handyman 
Oklahomans Advised 


Helping the home handyman 
and do-it-yourself trade is the best 
hope of Oklahoma lumbermen to 
keep their business healthy during 
the present transition in retail 
building materials selling, accord- 
ing to Harry Canup, director, com- 
merce extension service, Oklahoma 
A & M College. 

“Only 40% of the yards are 
taking advantage of the do-it-your- 
self trend,” Canup told the eighth 
annual convention of the Okla- 
homa Lumbermen’s Association at 
Stillwater when he revealed the 
results of a 10-week survey of 35 
Oklahoma retail yards. 


Wide-Open Market 


“With a few exceptions even the 
most progressive yards have bare- 
ly scratched the surface,” Canup 
said. “But the group that is capi- 
talizing on this market is very 
happy about its new-found free- 
dom with new opportunities to do 
business without the limitation of 
distribution through one or two 

NEW OFFICERS elected at the eighth annual Oklahoma Lumbermen’s conven- channels. . 

tion last month are, left to right: Pack Sharpe, Carey Lumber Co., Oklahoma City, “In, every case, their total vol- 
treasurer; Alfred Leonhardt, H. E. Leonhardt Lumber Co., Oklahoma City, presi- ume is showing a miraculous in- 
dent; Virge Steger, Steger Lumber Co., Durant, past president; and Tom Hughes, crease and their net profit position 
T. J. Hughes Lumber Co., Cushing, vice-president is improving. They are doing less 





Reduce Delivery Costs 
and Speed up Deliveries 
with 


ROLL-OFF 
TRUCK BODY 


Above is average of timber being cut today on our second 
cycle cutting en 200 Thousand Acres of timberland. Annual 


cut 20 Million for past half century under exacting Forest Load or Unload a Load 
Management Plan without depletion. or Half Load at a Time 


HARDWOODS — WHITE PINE — HEMLOCK Complete Beds Shipped KD 
Easy Assembly & Mounting 
DEFEND YOUR TRADE WITH Write, wire or phone for Catalog end Prices 


MENOMINEE INDIAN MILLS The R.B COMPANY 


Neopit, Wisconsin 1921 Guinotte 
Air-dried QUALITY LUMBER Kiln-dried KANSAS CITY 1, MO. 
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cut-price volume of big-ticket sales 
and more full-margin volume of 
small sales.” 

The great need is for helpful 
salesmen, Canup said. Almost all 
lumber salesmen have been trained 
to take orders from contractors 
and craftsmen who know exactly 
what they want but are completely 
lost in the presence of a new con- 
sumer customer who does not 
know the “language” and often is 
not even sure of what he wants. 

Fish or Fowl? 

“The retail lumber dealer has to 
make up his mind to be either fish 
or fowl,” Canup added. “He is 
going to be a bona fide contractor 
with full responsibility, taking a 
profit or loss in his own right, or 
he is not going to be a contractor 
at all. It is my opinion that gener- 
ally, successful survival of the re- 
tail lumber dealer lies in full and 
unrestrained direct contracting in 
open competition with independent 
contractors—unless a whole new 
relationship can be established to 
their mutual advantage between 
the retail lumber dealer and the 
independent contractor or me- 
chanic.” 


Second-Hand Department 
“An increasing number of smart 
merchandising yards are establish- 


claimed lumber, used brick, win- 
dow sash, doors, hardware, plumb- 
ing fixtures and second-hand 
tools,” Canup said. “The markup 
and net profit in this department is 
controlled only by supply and de- 
mand—and the demand seems to 
be far in excess of the limited 
supply.” 


New Hoo-Hoo-Ette Group 
installs First Officers 


At a recent election and instal- 
lation of officers, the newly-formed 
San Francisco Hoo - Hoo - Ettes, 
Club No. 3, installed the following 
officers: Sally Haddox, Weyerhaeu- 
ser Sales Co., president; Janet 
Johnston, Robert Dollar Co., first 
vice-president; Peggy Brooks, 
Wood Conversion Co., second vice- 
president; Elise Wahlund, Simp- 
son Logging Co., third vice-presi- 
dent; Claire Zimmerman, Lumber 
Merchants Ass’n, secretary; Tilo 
Trethewey, Santa Fe Lumber Co., 
treasurer. 

Other officers elected were: Ruth 
Belvin, Union Lumber Co., initia- 
tion chairman; Florence Barnes, 
Gillon Lumber Co., publicity chair- 
man; Doris Belber, Hobbs Wall 
Lumber Co., membership chair- 
man; and Lucy Lipe, Pacific Lum- 


NASSAU SURREY RIDE is enjoyed 
by Mr. and Mrs. Joe Wheeler Powell 
of Howard Powell Lumber Co., Browns- 
ville, Tenn. Powell won an all-expense 
trip for two to the Bahamas in a re- 
cent contest sponsored by Central 
Millwork, Inc., Memphis. 





Seneca Lumber Co. Sold 


Acquisition of the Seneca Lum- 
ber & Millwork Co., Fostoria, Ohio, 
by Hixon-Peterson Lumber Co., 
with general offices in Toledo, was 
announced by Thomas J. Dolan, 
Hixon - Peterson president. The 
Fostoria yards will be operated as 


ing bona fide second-hand depart- ber Co., nominating 
ments, carrying good, clean re- chairman. 


ER ro. Re om < 
HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 


committee the Seneca Lumber & Millwork 
division. 





MAPLE e OAK 


Because every home every- 
where is exposed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
@ Midget Louvers provide proper venti- 

lation—permanently protecting against 

Hardwood Flooring Mill-Drilled For Nailing the damage of condensation. Moisture 
— A New Service blistering of paint is virtually elimi- 

nated; the efficiency of insulation is 
* maintained; rot is prevented, because 


dry wood does not decay. These rust- 
GRADED SAWDUST proof all-aluminum ventilating units 
are quickly installed by anyone; just 
e drill a hole and push in place, They 
protect for life, without attention. mie 
; Write for full details. and eas 
High Grade Northern Hardwoods Sitentipenn aed in¥ dens Ot Just drill @ hole 
6”")~with and without rain deflectors ka mg 
* All are screened to keep out insects. 
The aluminum louver is the original lou- oS 
ver. Don’t accept “second best’ substitutes! 
We're telling and selling your customers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
* ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


6 WALL STREET * NORWALK, CONN 


Custom Kiln Drying 


Members: M.F.M. A. NHL A. N. HB HMA, 


OCONTO, WISCONSIN 
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Texans Form Corporation ae oh 
To Handle Gi, FHA Loans , me — 


To serve its members, especially OA 


- 
in small Texas cities where ade- bis: 
quate financing has never been Ae, 
available, the Lumbermen’s Asso- * : 
ciation of Texas, at a recent meet- 7 
ing, incorporated the Lumbermen’s , 
Investment Corporation. 

After several meetings a com- 
mittee formed to study the possi- ged @ vend was planted 
bilities of forming such a corpora- 1000 tatthe of Hastings 
‘ ‘ i Gmerica 
tion reported to the board of = . 

: (M20 Landing Af the Maries 
directors at Austin. The board au- {TO Dedaration of Independence 
thorized the committee to apply SEED Chere. Bat. What. Society Ue 
. . [ Cit War 

fora charter, file for permission to f poo — War 1 
deal in FHA mortgages and to (/ WA Wortd War F 
secure a manager for the corpora- 
tion. 

Some 42 directors and interested 
dealers representing 294 Texas 
yards attended the meeting, and 
more than $400,000 worth of stock 
has already been purchased TEN CENTURIES OF HISTORY COVERED BY REDWOOD’S GROWTH. Wil- 
A greeme : pt . liam Wallace, 3d., left, president of Central Massachusetts Hoo-Hoo Club, presents 
Agreements to purchase stock a six-foot cross-section of a California redwood tree to D. W. Campbell, president 
ranged from $1,000 to $100,000. of Worcester Natural History Museum. A plaque indicates growth rings repre- 
Stock has a par value of $10, and senting historic dates since the year 960 when the tree was a seedling. 
50,000 shares will be issued. 

Lumbermen’s Investment Cor- : 
poration will deal in Title I, Title TeX#S,, and the by-laws to be in them. 

’ : adopted by the corporation. It will Corporation stock will be offered 
warehouse Title Il and GI loans. to all members in good standing 
These choice loans will be sold in of the Lumbermen’s Association 
large blocks to insurance com- of Texas at par. Employes of yards 
in accordance with the laws of panies and banks who will invest can, and will be, invited to invest. 


PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trode Mert High Altitude, Soft Textured Growth 





I! and GI loans. The corporation 
will operate for profit and will pay 
dividends and accumulate reserves 














Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Real SUSANVILLE CALIFORNIA 
egistered 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 




















Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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FOREFATHER of approximately 340,000 Caterpillar tractors was this steam- 
powered traction engine made by Best Mfg. Co. Photo was taken in 1894. 


‘Cat’ Tractor Passes 
Half-Century Mark 


Fifty consecutive years of track- 
type tractor manufacture was the 
record achieved by Caterpillar 
Tractor Co., Peoria, Ill. 

In 1904, Holt Mfg. Co., one of 
Caterpillar’s parent companies, 
successfully tested the first practi- 
cal track-type tractor. This unit 
was the forerunner of approxi- 
mately 340,000 crawlers of all 
makes which are working in many 
fields. 

Benjamin Holt and Daniel Best, 


MARLITE WALL PANELS were 
chosen for the interior of this fire pre- 
vention training truck because of the 
paneling’s resistance to heat, acids and 
stains. Shown inspecting the truck at 
the NRLDA Exposition in New York is 
Charles H. Sweet, Lumbermens Mutual 
Insurance Co., Mansfield, Ohio. The 
insurance company developed the 
truck to train lumbermen in fire pre- 
vention and control. 


JUILDING PropucTs MERCHANDISER 


both presidents of firms that had 
been making steam traction en- 
gines since 1890, attacked the soft- 
soil problem by adding larger and 
wider wheels to increase the bear- 
ing areas of the machines. Some 
of these monsters weighed as much 
as 40 tons. 

Holt on Nov. 24, 1904 tested the 
first successful track-type tractor. 
He removed the wheels from a 
standard steam model and substi- 
tuted a pair of rough tracks. More 
and more improvements were add- 
ed till we have the modern Cater- 
pillar type tractor. 


P & C Hand Tools Elects 
J.E. Jones Board Chairman 


J. Earl Jones, who served for 20 
years as president of the P & C 
Hand Forged Tool Co., Milwaukie, 
Ore., was elected chairman of the 
board of directors at a recent meet- 
ing of the board. He will serve in 
an advisory and counselling ca- 
pacity. 

B. H. McClain, a director and 
officer of the company, was chosen 
to succeed Jones as president. He 
joined P & C in 1941, late> became 
treasurer ,und in 1950 was elected 
vice-president and treasurer. 

Carl W. Geist, who has been with 
P & C since 1944 as personnel di- 
rector, auditor and purchasing 
agent, was made treasurer and a 
director of the company. 

J. H. Perry continues as vice- 
president and sales manager, with 
headquarters in Chicago. M. B. 
Pendleton, H. C. Baumgartner and 
C. W. Coslow also continue as vice- 
presidents. 


More Zonolite Movies 


Since movie commercials are be- 
coming more popular with the 
building material trade, Zonolite 
Co., Chicago, has just completed 
five color movie commercials for 
insulation dealers to use in their 
local movie theaters. 

This makes a total of 18 differ- 
ent films in this series Zonolite 
has made available to building 
material dealers. Zonolite dealers 
now using one of the five distribu- 
tors of motion picture screen ad- 
vertising can request these films 
to be used in their regular sched- 
uled program. These films are 
available through: 

A. V. Cauger Film Service, Inc., Inde- 
pendence, Mo. 

Alexander Film Co., Colorado Springs, 


Motion Picture Advertising Co., New 
Orleans 


Reid H,. Ray Film, Ine., St. 


United Film Service, Ine., 
City, Mo 


Paul, 
Kansas 


UNIQUE WINDOW DISPLAY IDEAS 
were incorporated into the design of 
the new office building of the Andersen 
Corp., Bayport, Minn. The 51-year-old 
firm is using its offices as a showplace 
for the various types of wood window 
units it manufactures and showing 
their adaptability to various combina- 
tions and arrangements. 


A BIT OF LEVITY was introduced into 
a discussion of regional problems by 
a group of millwork manufacturers at 
the second annual Architectural Mill- 
work Institute Convention in Chicago. 
Reading from left to right: John 
Thumm, Hartsburg-Hawksley, N. Au- 
rora, Ill.; J. M. Crecoure, Green Bay 
(Wis.) Planing Mill Co.; E. F. West- 
over of Westover-Kamm Co., Bay City, 
Mich.; and W. C. Sanders of Sanders 
Bros. Mfg. Co., Ottawa, Ill. 
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‘One-Shot’ Paint Shading System Introduced by S-W 


A new paint shading system fea- 
turing simple “one-shot” tube col- 
orants to produce matching colors 
in both latex and alkyd base fin- 
ishes is now offered nationally by 
Sherman-Williams and its allied 
companies. “The new Kem Color 
System offers dealers some very 


JUST ONE TUBE is all that’s needed 
to get the color you want is pointed 
out to this young homemaker by the 
salesman. The Kem-Tinting Color Sys- 
tem provides matching colors in both 
latex and alkyd base paints. 


—_— oe 


practical advantages,” says Dr. 
N. E. Van Stone, executive general 
manager of institutional special 
products for Sherman-Williams. 

“It is simplicity itself. To pro- 
duce an intermixed color, only a 
single tube of colorant is required. 
And the same colorant products 
the desired shade in either the 
latex or alkyd finish.” 

Only eight tube colors are in- 
cluded in the new system, com- 
pared to many times that number 
in other systems. These eight col- 
ors enable the dealer to offer 130 
consumer-tested shades in both 
paints. 

The Kem system is based on the 
standard line of 24 ready-mixed 
and matching Super Kem-Tone 
and Kem-Glo colors. Dr. Van Stone 
pointed out these popular ready- 
to-use colors “account for 50 to 
70% of the average dealer’s busi- 
ness.” 

With his eight tubed colorants, 
the dealer is prepared to provide 
the 106 additional shades which 
the system offers. One tube of 
color, in the correct size, is simply 
added to a specified ready-mix 
color to produce the special shade 
the customer wants. 














ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 


Stewart products 


catalogs today. 


Other 
Stewart 
Money 
Makers 


THE STEWART IRON 
2151 Stewert Block, 























Settees, Flagpoles 
Steel Folding 
Gates 


Wire Window 
Guards 


Bronze Plaques, 
etc. 


NOVEL POST CARDS made of small- 
size western red cedar siding were 
used recently to announce the estab- 
lishment of the Western Red Cedar 
Association offices in Seattle. The as- 
sociation is composed of cedar lumber 
manufacturers in British Columbia and 
Washington state. Jackie McDonald in 
charge of the mailing hands the first 
batch to postman Everett Herron. 
Enough siding was sent through the 
mails to cover 17 modern, two-bedroom 
homes. 


Correction: 

In the October 18th issue of Amer- 
ican Lumberman, John J. Hickey, ad- 
vertising manager of Georgia-Pacific 
Plywood Co. was inadvertently given 
the title of vice-president and general 
sales manager. Hickey, who joined 
Georgia-Pacific a year ago, was re- 
cently promoted from assistant adver- 
tising manager to advertising man- 
ager. 


You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


are 
good selling items for 

ilding supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 
ing extra profits through the sale 
of Stewart products. Write for 





Trrere 


Chain Link Wire Fence 

























































































WORKS CO., INC. 


Cincinnati 1, Chic Partitions 
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Lau Blower Introduces Do-It-Yourself Fan 


Homeowners looking for an in- 
expensive method of ventilating 
their homes may find the solution 
in an inexpensive do-it-yourself 
fan just introduced into the 1955 
line of the Lau Blower Co., Day- 
ton, Ohio. 


Dubbed a “Kooling-Kit,” the 
new fan is designed to move large 
volumes of air from the house to 
the attic and then outside through 
standard attic louvers. It was de- 
signed for installation by the home 
handyman who wants to cool his 


home inexpensively through in- 
creased draft-free ventilation. 


Two different size fans are avail- 
able. The 22-inch fan will move 
3,800 cubic feet of air per minute, 
while the 30-inch fan will move 
6,409 cubic feet. 


Lau engineers have simplified 
construction to a point where the 
fan can be knocked down to kit 
form for home assembly by novice 
carpenters. The more complicated 
assembly is done at the factory. 
The fan unit is equipped with a 
one-third horsepower electric mo- 
tor, completely wired and _ in- 
stalled. Everything is packed in a 
compact package which includes 
automatic ceiling shutter, outlet 
box, wiring, wire clips and nails. 


Old Firm Takes New Name 


Dierks Lumber & Coal Co., prom- 
inent manufacturer of southern 
pine and hardwoods, has changed 
its corporate name to Dierks For- 
ests, Inc. The new name was adopt- 
ed to more accurately describe the 
company’s current operations, 
which involve the growing of tim- 
ber and conversion into lumber 
and other forest products. 


Aluminum Nail Sales Up; 
New Third-Quarter Mark 


Third quarter sales of aluminum 
nails have broken all records for 
the industry, and aluminum build- 
ing products in general have risen 
an average of 20% this year, Ed- 
ward C. Manix, vice-president, 
Nichols Wire & Aluminum Co., 
Davenport, Iowa., announced re- 
cently following a nation-wide 
survey. 

Manix said aluminum nail sales 
in the third quarter were more 
than 35% higher than in the sec- 
ond quarter, traditionally the 
major sales period for building 
products. 


Manix said it is the consensus 
of the aluminum building products 
industry that “aluminum is over 
the hump of consumer resistance 
to new materials” and gave credit 
for this to increased use of news- 
paper and television advertising. 


According to Manix, the public 
seems to have altered its attitude 
towards building products from 
one of low first cost to that of low- 
est cost for the life of the product. 
This, he said, accounts for the 
rapid growth in sales of aluminum 
nails, fencing, roofing and siding. 





—et— 


SMOOTHER 
ROLLING 
LONGER 
LIFE! 


The new “Western” sliding door hangers 
move silently along a track on Oi Cushion 
The built-in lubrica- 
tion feature eliminates the job of removing 
doors for cleaning or lubrication. 
these hangers won’t gum up or freeze in 


Super Oilite Bearings. 


zero weather. 


Something NEW ... Something GOOD! 
~, Write for information 


WESTERN PRODUCTS, inc. 


NEW CASTLE, INDIANA 





ee 
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And, 
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BARN POLES 


FOR ENDURING 

FARM CONSTRUCTION 
®@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered, Treated poles (penta or 
creosote) can be included ‘vith 
mixed carg of treated or un- 
treated lumber. 


Write for information. 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LiBBY, MONTANA 
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ALL ABOUT WHOLESALERS 





Map Progressive Merchandising Program 


Members of Northern Sash & Door Jobbers Associa- 
tion vote regional clinic sessions at annual meeting in Detroit. 


With rising costs and increasing 
competition, net profits must have 
more attention than ever before, 
president William C. A. Costello 
told the 13th annual meeting of 
the Northern Sash & Door Jobbers 
Association at the Sheraton Cadil- 
lac Hotel, Detroit, October 25-27. 

At the same time, Costello spoke 
optimistically of the continued 
growth of the wholesaler volume- 
wise. He declared that the out- 
look for the first half of 1955 is 
favorable. 


Speakers Optimistic 


A continued note of optimism 
was sounded by executives of the 
American Woodworking Institute, 
the National Woodworking Manu- 
facturers Association, the Fir 
Door Institute and glass and mold- 
ing manufacturers. 

James F. Fowler, managing di- 
rector of the Fir Door Institute, 
called attention to the fact that 
his institute will have the largest 


appropriation for advertising in 
its history in 1955. Among other 
industry spokesmen on the pro- 
gram were: 

F. E. Richardson, Pittsburgh 
Plate Glass Co.; Erle Racey, sec- 
retary-manager, American Wood 
Window Institute, Dallas; Ormie 
Lance, secretary-manager, Nation- 
al Woodwork Manufacturers Asso- 
ciation, Chicago; Enoch Israelson, 
Dorris Lumber & Molding Co., 
Sacramento, Calif. 

Arthur Peterson of the Buchen 
Advertising Agency, graphically 
portrayed the scope of Ponderosa 
Pine Woodwork advertising and 
promotion for 1954 and indicated 
that in 1955 there would be an 
even closer integration of Pon- 
derosa Pine advertising with the 
sales efforts of the manufacturers, 
wholesalers and dealers. 

Charles W. LeBlanc, director of 
executive development of the Re- 
search Institute of America, out- 


lined the splendid program of that 
organization for developing the 
salesmen of member companies 
and their dealers. 

This was also the subject of a 
special presentation of Marvin O. 
Kurtz, of Midland Building Indus- 
tries, Inc., Indianapolis, chairman 
of the merchandising committee of 
NSDJA. 


New Training Program 


At a members-only session on 
Wednesday morning, the associa- 
tion ballotted on several sugges- 
tions for merchandising and train- 
ing programs for 1955. It was 
voted to hold sales management 
clinics in various sections of the 
country; members also voted to 
take membership in the Research 
Institute of America and actively 
participate in a program developed 
by the selling and merchandising 
division. 

J. C. (Larry) Doyle, general 
sales manager of the Ford Motor 
Company, alerted the convention 
to the vital need for sales manage- 
ment to plan specifically to sustain 
the impetus, velocity and momen- 





dows and door casings. 











Band Sawn 
® NORTH CAROLINA PINE 
® SOUTHERN HARDWOODS 
© CYPRESS 


End-Matched 


* PINE, OAK, MAPLE AND 
GUM FLOORING 


Sk sas 
3 


me 


(To obtain more data on advertised products see page 


> Moore kilns. Inquire 


ROTHERS 


AROLINA 


Better lumber and 
flooring with ex- 
cellent planing fa- 
cilities and modern 


today! 


* For low cost application the 
KOVERLUM permanent inter- 
locking feature saves time and 
money. Complete line of acces- © 
sories includes enameled win- | 


America's Finest Aluminum Siding 


Yet lowest in price! 


Unger-leveled, pre-primed, factory- 

notched ends, painted after forming. 

Available in white, gray, yellow, 

cream, green, blue. Send for our ‘Little 
‘. Salesman” Kit and sampleboard. 

















U.S. ALUMINUM 
SIDING CORP. 


4 
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tum of their sales in anticipation 
of even tougher competition ahead. 


Dealer Profits Decline 


One of the most significant talks 
of the session was a discussion by 
Richard E. Snyder, economist of 
Chicago, on the subject of declin- 
ing profit margins at the dealer 
level. He stated that failures in 
retailing is today a national trag- 
edy, that the number of failures 
per year has increased from 350 
to 400% in recent years. He stated 
that the net profits of the average 
retail lumber dealer had declined 
since 1948 from $18,000 a year to 
$12,000 in 1953 and that this profit 
often included owner-manage- 
ment’s take in the way of a salary 
from the business. 

He stated that if something is 
not done to reverse this trend to 
declining net profits at the retail 
level in this industry, that the po- 
sition of both the wholesalers and 
the jobbers will be jeopardized. 

Lucas 8S. Miel of Detroit, past 
president of Profit Sharing Indus- 
tries of United States, outlined the 
basic techniques of a satisfactory 
profit sharing plan, and told of 
the tremendous benefits accruing 
to companies which had decided 
to embrace this management de- 
velopment. 


The concluding feature of the 


convention was an address by Wat- 
son Malone III of Philadelphia, the 
newly-eleé¢ted president of the Na- 
tional Retail Lumber Dealers As- 
sociation, who spoke feelingly of 
the need for wholesalers and deal- 
ers to coordinate their merchan- 
dising efforts both on an individual 
and on an association basis. 


New Officers Elected 


The following slate of officers 
was unanimously elected: Clar- 
ence M. Kimball, Kimball & Rus- 








sell Co., Detroit, president; P. E. 
Malinger, Morgan Sash & Door 
Co., Chicago, vice president; 8. D. 
Griffeth, Midwest Jobbers, Inc., 
Chicago, treasurer. Directors 
elected for the term 1955-1957 
were P. S. Hill, Harbor Plywood 
Corp., Chicago; Ralph A. Pauley, 
Dayton (Ohio) Sash & Door Co., 
and Charles E. Rogers, Adams- 
Rogers Co., Indianapolis. Carl W. 
Nagle is secretary of the associa- 
tion with officers at 30 North La 
Salle Building, Chicago 2 





— 











industry. 





Clarence M. Kimball, newly-elected president of 
the Northern Sash & Door Jobbers Association, has | 
| been active in the lumber and millwork business since | 

1919, when he opened a yard for the Empire Coal 
and Lumber Co. in South St. Paul, Minn. 


He was associated with the Thompson Yards, Inc., | 
a division of the Weyerhaeuser Timber Co., as a re- 
tail lumber salesman from 
worked for the Wood Conversion Co. In 1936, with | 
Mr. Russell as one of the stockholders, he organized 
Kimball and Russell, Inc., Detroit. He has designed | 
and patented a cutting tool for the insulation board | 


Active in civic affairs, Mr. Kimball has served as 
president of the board of education in Royal Oak, 
a suburb of Detroit. 


1921-1925. He later 

















“WEDGE-RITE” 


OVERHEAD “roor’ 


WAYS 


1, Offset Track 
2. Graduated H 


Finish 





or 1%" thick, 


Superior “WEDGE-RITE” door sets have all premium fea- 


tures yet are competitively low priced! 







construction. Lowest prices! 
















BETTER! 


4. All Standard 


inges Sin - 
3. Electro-Galvanized ay reel 


5. Amazing Low Prices 


aa. 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9x7’, two-car sizes from 14’x7’ to 16'x7’ and commercial 
sizes range from 9’x9 to 20’x12’ .. . for all deors 1%” 


DOOR SECTIONS! Truck load or corload lots 
in stock sizes. Kiln dried, Dougles Fir, dowel 


WRITE FOR FULL INFORMATION 
AND PRICES! 


1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 


BUILDING, Propuc TS MERCHANDISER 





SETS 











GRACE FLUSH 
CUTTER 


Razor Sharp Carbide Tips 





ROUTERS 








tut DOR-SET 


CORPORATION 
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\ THE GRACE FABRI-TOOL COMPANY 
1238 CHASE AVE., CINCINNATI 23, OHIO 


\ Please send me your folder of illustrated lit 
\ specifications on your complete line of cost cutting fabricating tools 


Gone are the days of 
make-shift or shop-modi- 
fied tools for fabricating 
laminated plastics. Grace 
tools are designed exclu- 
sively to do this job... to 
do it cheaper, faster... 
to stand up longer. Quick 
set-up change for bevel and 
flush trimming . . . for tem- 
plate, slot and spline groove 
cutting 
See Your Formica Distributor . . . 
Listed Under Plastics in Your 
Telephone Yellow Pages. 


AL 
11-15-54 
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NOW! A Caldwell 


Spiral-Spring Sash Balance 


For Every Application 


THE ALL-NEW 


HELIX 


For institutional and 
commercial sash 
weighing up to 70 Ibs. 


CHECK THESE FEATURES 
1 


+ Requires no head or side room, 
no mortising of frame. 

2. 25% less wood removed in rout- 
ing. Fits round or square groove. 

3. Specially designed for quick 
and easy installation. 

+ Pretensioned at factory. No ad- 
justment needed up to 5 Ibs. 
variation. 

. Further tension adjustment easily 
made after balance is installed. 





. Seamless, rustproof aluminum 
tube. 
. Guoranteed for the LIFE of the 
tee» dvilding. 


Write today for new HELIX Catalog 
i] sheet and installation details. 


ia 


The Dependable 


SPIREX 


For residential sash 
weighing up to 30 Ibs. 


HAS 7 BIG ADVANTAGES 
1 


. Can be installed while sash is in or 
out of frame. 


2. Adjustable after balance is in- 
stalled. 


» Only 3-4 turns required to tension 
balance for 24” x 24” sash. 
4. Positive lifting power. 
. Fits round or square groove either 
Hr" x%" or" x%", 
. Quiet operation, 


. Shipped in durable telescoping 
carton with easy size number iden- 
tification. 


Available in all sizes. 


Remember -— Caldwell also manufactures a 
complete line of Clock Spring Sash Balances. 


Addivell 


CALOWELL M TURING COMPANY 


65 COMMERCIAL ST.. ROCHESTER 14, N.Y. 





Distributor Stockpiles 
Speed Disaster Repairs 


One of the most important val- 
ues of the building material dis- 
tributor was brought forcibly to 
public attention as a result of the 
two hurricanes which hit the New 
England coast recently. 

With more than 100,000 homes 
damaged the warehouse stocks of 
building materials distributors in 
the disaster areas were readily 
available for emergency use. Mem- 
bers of the National Building 
Material Distributors Association 
in the northeastern part of the 
country report that following the 
hurricane, immediate help was 
given by them to move large ware- 
house stocks of building materials 
to the heavily-damaged areas. 

NBMDA members reported that 
more than 12 million square feet 
of hardboard and plywood were 
on hand. Also available in dis- 
tributors’ warehouses were 175 
carloads of roofing material, 15,000 
kegs of nails and 42,000 rolls of 
building paper. 

On the basis of building mate- 
rial stocks in NBMDA warehouses, 
sufficient stock was on hand to re- 
roof between 7,500 and 10,000 
homes and sufficient board-type 
materials to repair 75,000 homes. 

Without the availability of these 
huge quantities of materials much 
time would have been lost getting 
building materials to the site. Re- 
building was accomplished in rec- 
ord time and considerable hard- 
ship was alleviated because of the 
nearness of warehouse stocks to 
the damaged areas. 


Cameron Moves Into New 
Texarkana Building 


Wm. Cameron & Co. recently 
moved into a modern new plant 
at Texarkana, Tex. The air-condi- 
tioned building contains 40,000 
square feet of floor space—60% 
more than was provided in the 
company’s old building. 

An outstanding feature of the 
plant is its attractive display room 
built for the benefit of retail deal- 
ers who are invited to bring cus- 
tomers and prospects in to see the 
wide range of materials on dis- 
play. 

At a formal opening of the plant, 
Oct. 29, more than 700 guests vis- 
ited the building. 

The completion of the warehouse 
marks another step forward in the 
extensive Cameron & Co. expan- 
sion and improvement program. 
Cameron operates 18 wholesale 
plants in Texas and one in Okla- 
homa which the company’s manu- 
facturing division, Ideal, distrib- 
utes its products. About 30 other 
jobbers in the area also handle 


the Ideal line of kitchen installa- 
tion and other millwork. 

J. E. “Dick” Brooks, who has 
been with Cameron since 1925 is 
the manager of the Texarkana 
plant. 


Hanson Forms Minnesota 
Yard Design Service 


Edward Hanson has set up a 
firm, Edward Hanson Associates, 
to act as designers and consultants 
for the retail lumber industry. The 
firm, specializing in yard and store 
design and layout, will have its 
offices in Stillwater, Minn. 

Formerly head of the architec- 
tural and sales promotion depart- 
ment of Central Lumber Co., Still- 
water, which operates 17 yards, 
Hanson specialized in products 
display and developing small home 
designs. 

In 1946 he won the $1,000 prize 
in the Chicagoland Homes Con- 
test; in 1951 he won $2,500 first 
prize in Plywood Built-in Features 
portion of NAHB-Forum House 
Design competition. In 1953 he 
won a certificate of recognition in 
Carrier Weathermaker Home com- 
petition. 


New Distributors 


Marin Co., Los Angeles, has been 
appointed as national distributor for 
the Carco midget sand blast gun. 

Peninsular Distributing Co., Detroit, 
has been appointed distributor for In- 
cinor, the automatic gas-fired incin- 
erator. The new distributor will cover 
the Detroit trading area and handle 
the complete line of indoor and out- 
door residential and commercial In- 
cinor models. 

Mackintosh & Truman, Inc., Seattle, 
will handle the national distribution 
of glued-laminated arches, beams and 
other construction timber items pro- 
duced by the American Fabricators 
Div. of the Bellingham Shipyards Co. 

Archer-Sigler Corp., Tulsa, Okla., 
announces that it will act as national 
sales agent for Plasticol, a sun-reflec- 
tive paint, “air-conditioned” paint. 

Clark Equipment Co., Battle Creek, 
Mich., announces the appointment of 
George Industrial Equipment Co., Inc., 
New York City, as the sole distributor 
of Clark’s line of fork-lift trucks and 
other materials handling equipment in 
the New York City area. 


Panelyte Division of the St. Regis 
Paper Co. announces the appointment 
of several new distributors, they are: 
Charles E. Sand Plywood, Portland, 
Ore.; Cooperative Industries, Blue 
Ash, Ohio; Davis Plywood Corp., 
Cleveland, and Stewart Carey Build- 
ing Materials, Inc., Indianapolis 

Certain-teed Products Corp., New 
York City, announces that it has been 
appointed exclusive export distributor 
for Drycrete integral waterproofing in 
27 countries. 

Clark-Hopkins Equipment Corp., 
Philadelphia, has been appointed ex- 
elusive distributor for the fork lift 
truck line of the Buda div. of Allis- 
Chalmers in eastern Pennsylvania, 
southern New Jersey and Delaware. 
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Here’s Why 
ALUMINUM WINDOWS 
Are Best For You... 


As a Cupples dealer you can expect the largest, 
most profitable window business you have ever 
enjoyed. That’s the experience of Cupples dealers 
everywhere. Built-in sales appeal is the answer. 
Cupples Aluminum Windows are superior in 
design, in strength, in weather-tightness, in ease 
of operation, in construction, in freedom from 
maintenance. Home buyers see their high quality 
at a glance . . . like their economical prices .. . 


appreciate their smart appearance. 


Cupples Aluminum Windows are easy to install 


and you have no expensive call-backs. You have 








BUILDING PropucTs MERCHANDISER 




















no money tied up in large stocks . . . most orders 
are shipped immediately from our modern plant. 
And you have the unqualified guarantee of a 
100-year-old organization. Your customers can 


choose from a full line of double-hung, horizontal 


sliding, view-wall and case-slide types in many 


standard sizes. Why not find out how you, too, 


can increase your window sales and profits. Write 
































View-Wall Window 


2653 South Hanley Road 
St. Louis 17, Missouri 
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Specify the number of pieces | 
in each length for your di- i 
mension and small timbers— 
Air King will fill the order. 
No need to pile up an inven- | 
tory of “cats and dogs” while 
trying to get your desired 
items. 
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When we accept your order 
it is shipped fast and on time. | 
Let us demonstrate. i 
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MFG. CORP. 
Tigard, Oregon 


Northeastern States Wholesaler 
— Wm, Earll Lumber Co., 164 
Brompton Rd., Garden City, N. Y. 


WG U. 








THE LUMBER MARKET 


Lumber Markets Are 
Strong in Northwest 


SEATTLE — Lumber markets 
continue strong here except hem- 
lock which is weakening due to 
increased supplies. Most prices 
are the same as a fortnight ago. 
Production weather has been ideal. 
California and the Seattle area are 
two hot spots of demand, Califor- 
nia for boards and shingles and 
the local district for all kinds of 
construction lumber. 

The shingle market is very firm 
with all grades scarce. Perfection 
prices are paid in some orders for 
5X. In western red cedar, the 10” 
clear bungalow siding is in very 
strong demand. Some cedar mills 
are oversold. Most mills won’t ship 
under sixty days and some are 
booked through January. Green 
fir boards average about $2 higher 
while other fir prices are firm. Dry 
hemlock uppers and lower items 
are a little cheaper. Plywood mills 
have exceeded their productive 
capacity by 10% but have large 
order files. Most traders here see 
good business until Christmas. 

Pine prices are steady and firm 
with No. 3 and 4 Ponderosa $2 and 
$10 stronger. Engelmann spruce 
is firm. A poor drying season has 
cut into dry stocks. In export Aus- 
tralia is expected to enter the mar- 
ket again. Export mills have large 
order files. 

The seven man panel which was 
formed to work out a settlement 
of the lumber strike is meeting in 
Portland and has heard the union 
side. Employers will present their 
case next week. 


Adequate Log Supply 
Worries Tacoma Area 


TACOMA—The outlook general- 
ly for the lumber and logging in- 
dustry in this area is good. De- 
mand, particularly for logs, is 
heavy. Camps have been operating 
steadily and their production has 
been materially aided by favorable 
weather conditions. Some mills 
have indicated that it will take 
two months or more of gocd log- 
ging to get them back in adequate 
shape. 

In consequence, the general feel- 
ing is one of optimism shadowed 
only by the fear that weather con- 
ditions can hardly be expected to 
continue indefinitely on so favor- 
able a plane. 


Plywood operators likewise are 
optimistic, although most of the 
industry’s mills are reporting a 
surplus of production over sales. 
They do not regard this as particu- 





larly disturbing however since 
they anticipate that fall and win- 
ter demands will continue to be 
heavy. 


Gi Home Boom 
Bolsters California 


SAN FRANCISCO—With north- 
ern California home builders lit- 
erally racing to catch up with the 
continuing boom in GI home build- 
ing, the lumber market is in the 
best condition in years. Easing of 
credit has brought GI applications 
to 6,500 in one month, highest 
since World War II. 

The result is that retail lumber 
dealers are happier over sales than 
they’ve been in a long time. 

“The whole market throughout 
northern California is strong,” re- 
ports Mike Coonan of Tartar, Web- 
ster & Johnson, “and the only pos- 
sible barrier to an excellent winter 
might be a tightening up caused 
by excessive rains.” 

Green fir supply is tight right 
now, although more offerings are 
now available than in recent 
weeks. Fir prices went up about 
$3 in the last three weeks and then 
leveled off. The price of 2x4’s has 
leveled off at about $85 delivered. 

The redwood market has also 
been on the rise for the last two 
months and dealers now have to 
“argue a little harder” with cus- 
tomers who want orders placed for 
shipment in reasonable time. 

Number three common is the 
only item that is not moving fast. 


Sustained Demand 
At Kanses City 


KANSAS CITY—tThe high level 
of activity in construction, with 
good prospects of residential vol- 
ume setting a new high this fall, 
has been a motivating factor in 
the sustained demand for lumber. 
Not only has urban _ building 
pushed forward with a goodly 
number of new starts and easier 
mortgage money conditions, but 
the farm building is taking on real 
significance this season. 

Farmers are more optimistic 
than they have been in some time. 
While prices are not as high as 
they were a year or two ago in 
many commodities, nevertheless 
price supports and a rosy outlook, 
which has been enhanced by copi- 
ous rains in recent weeks, promise 
to give the rural area a lot of in- 
come. 

Retail line yards in the south- 
west, which have pursued an in- 
different attitude toward forward 
purchases of lumber, have shown 
a marked interest now in attempt- 
ing to build up inventories. The 
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Federal Reserve bank of Kansas 
City reports that wholesale volume 
has stepped 17% ahead of last 
year, and that the rural points are 
contributing much to the improve- 
ment. 

The rains, while improving sen- 
timent in the area, eventually will 
retard production and shipments 
from the district. As yet mills are 
busy and have not cutback because 
of the elements. 

Price lists are holding steady 
and mills are not inclined to offer 
any concessions from quoted lists. 


Lumber Nationally 


Lumber shipments of 506 mills 
reporting to the National Lumber 
Trade Barometer were 4.7% below 
production for the week ending 
October 23, 1954. In the same week 
new orders of these mills were 
4.7% below production. Unfilled 
orders of the reporting mills 
amounted to 42% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 24 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.6% above production; new or- 
ders were 3.5% above production. 

Compared to the average ccrre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
80.5% above; shipments were 
76.8% above; new orders were 
89.1% above. Compared to the 
corresponding week in 1953, pro- 
duction of reporting mills was 
1.6% below; shipments were 3% 
above; and new orders were 13.1% 
above. 


Western Pine 


There were 116 mills reporting 
to the barometer of the Western 
Pine Association for the week end- 
ing October 23, 1954. Production 
this week was 89,313 feet com- 
pared to 91,757 for the correspond- 
ing week last year. Shipments this 
week were 80,831 compared to 
79,834 feet for the same week last 
year. Orders were for 74,420 com- 
pared to 77,611 feet. 


Southern Pine 


With 117 mills reporting to the 
barometer of the Southern Pine 
Association, for the week ending 
October 23, 1954, production 
amounted to 19,095,000 feet while 
orders amounted to 21,288,000 feet. 
For the same period, shipments 
amounted to 19,72,000. Shipments 
were 3.49% above production. Or- 
ders were 11.48% above produc- 
tion. Orders were 17.72% above 
shipments. 
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New HEAVY DUTY TAPE RULE 
Now in 12’ and 10’ lengths with 
16” centers indicated 


DESIGNED FOR SALES 


a a 


PACKAGED FOR SALES 


ee ee 
\ Gy ee 


Sad 


PRICED FOR SALES 


10 ft. — W9310 — $2.39 12 ft. —W9312 — $2.89 
Replacement Blades Available 


The SUPER MEZURALL is also available with the famous 
CHROME-CLAD line: 10 ft. — C9310; 12 ft. — C9312 


(Tdaths 


THE LUFKIN RULE COMPANY @ SAGINAW, MICHIGAN 
132-138 LAFAYETTE ST., NEW YORK CITY _ BARRIE, ONTARIO 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGIAS FIR 


Vertical Grain Flooring 


B&Btr. Cc 
176.00 


150.00 
160.00 


Drop Siding ‘ 
1x6 (Pat. # , 170.00 
ixé (Pat. # t 170.00 

Cetling 

138.00 
130.00 
Boards and shipiap and 2” (Green) 
1x6 1x8 1x10 
No. 
No. 
No. 


No. 1 Dimension 


74.00 


No, 2 Dimension 
2x 4 172.00 72.00 
2x 6 71.00 74.00 
2x 8 71.00 70.00 
2x10 71.00 70.00 
2x12 71.00 69.00 


No. 3 Dimension 


Dry lumber) 





SHINGLES 


4/2 1 
24” 4/2 


50-1 
24” 4/2 : 


0-15. 
0- 9. 
0- 4, 
Perfections 


No, 1 18” 6/2 12,60-12.75 
7.26- 7.60 


5.00 


No, 2 18” 6/2 
No. 3 18” 6/2 
XXXXX 
16” 5/2 11.00-11.50 
16” 6/2 7.50 
16” 5/2 5.25 





WESTERN RED CEDAR 


Prices for Western Red cedar sidin 
in mixed cars, new bundling, 5 to 1 
are: 


Beveled Siding, % inch 
Clear er’ ye 
% by 4 Inch....100.00 95.00 
by 6 «a+» 80.00 77.00 
by 6 inch....115.00 110.00 
by 8 inch....145.00 135.00 


Clear Bungalow wee % inch 


8 inch .. 
10 imeh ... 
12 inch 


: 200.00 


00 
196.00 


Finish, B and Btr, 82 or 45, 
@ to 10 or Reugh 
s 


Celling of Flooring, B and Btr, 
® to 10 or Longer 


B&Btr. Cc 
135.00 126.00 
136.00 126.00 
Discount on mouldings, 6’ to 20’ odd 
lehg@ths, 


Series 8,000 
Listing under 4.00—list plus 35%. 
Listing 4.00 and over—list plus 35% 


Clear La 
100 lin 


82 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
an 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 
S2 or 48 
C&éBtr. RL 
Shop, 828 
= No.2 
110.00 
110.00 
Commons, 82 or 48 e 
B&Btr. v0. No. 4 
ix $ RL ....110.00 55.00 
1x12 RL ....122.00 70. 55.00 
Idaho White Pine 
Selects 82 or 48 
8 1x10 


1x4 1x6 1x 
C&Btr. RL .270.00 270.00 270.00 275.00 
D RL 230.00 230.00 230.00 245.00 
Commons, 82 or 48 


jo. 1 No. 2 No.3 
157.00 145.00 100.00 
186.90 151.00 100.00 

Sugar Pine Selects 82 or 48 
444RW 5/4RW 6/4 RW 
65.00 280.00 285.00 
260.00 275.00 280.00 
230.00 245.00 245.00 


No. 1 No. 2 
122.00 
152.00 122.00 





OAK FLOORING 


Clear Pin x2 x1% %x2 
White 185.0 60.00 172.00 
Red 191.00 167.00 

Sel. Plain 
White 175.00 148.00 
Red 183.00 1652.00 


#1 Com, 
White 160.00 132.00 
Red 160.00 132.00 


#2 Com, 
Pin, White 
105.00 76.00 
#1 Com, & 
Btr. Shorts 
1%’ 120.00 87.00 90.00 





SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc 
1x4 Heart ......250.00 235.00 
Flat Grain Flooring 


160.00 
165.00 


1x6 #106 191.00 170.00 
1x6 #116 ......191.00 170.00 


Boards & Shiplap 
1x 1x8 1x10 


No. 1 (D 
Grade) ..140.00 140.00 145.00 
No. 3 ....++ 84.00 90.00 87.0 


> . 00 
No. 3 .....- 69.00 76.00 73.00 
Ne. | Dimension 


13 P , 
2x 4 $9.00 99.00 1023.00 
2x 6 99.00 101.00 99%. 
2x 8 99.00 99.06 $9.00 
2x10 114.00 114.00 114.00 
2x12 1382.00 132.00 132.00 

No. 2 Dimension 
2x 4 94.00 95.00 97.00 
2x 6 s ° 91.00 

y le 88.00 
2x10 94.00 
2x12 $0.00 


No. 3 Dimension R/L Only 


All of the above stock kiln Dense Stock. 


REDWOOD 


. Clear All Heart 
. Clear All Heart 
. Clear All Heart 
3. Clear All Heart 
+. Clear All Heart 
. Clear All Heart 
. Clear All Heart 
. Clear All Heart 
. Clear All Heart 
. Clear All Heart 


rade Y.G. Redwood Siding 
or %, % and &% in above 


Note: A 
$5.00 less 
sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


1x 4 Clear Heart S4S 
1x 6 Clear Heart S4S.. 
lx 8 Clear Heart S48 
1x10 Clear Heart S4S 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 
165.00 160.00 956.00 
Flat Grain Flooring 


URE on ccccess eee + hO.08 " 85.00 
. 115.00 


Drop Siding 


1x6 (Pat. #106) .160.00 100.00 
1x6 (Pat. $116).160.00 95.00 


Ceiling 
- 125.00 a 75.00 


Boards and Shiplap and 
2” (Dry) 
1x8 1x10 
76.0 . 


No. 1 Dimension 
12’ 14’ 
80.00 80.00 
80.00 80.00 
80.00 80.00 
80.00 80.00 
80.00 80.00 


No. 2 Dimension 


2x 4 72.00 72.00 
2x 6 173.00 
2x 8 75.00 
2x10 73.00 
2x12 73.00 


No. 3 Dimension R/L 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 106.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
12’ 14’ 
75.00 75.00 
75.00 75.00 
77.00 77.00 
75.00 77.00 
76.00 75.00 

No. 2 Dimension 


70.00 70.00 
70.00 70.00 
72.00 72.00 
70.00 72.00 
70.00 70.00 


Millis are now grading boards No. 
and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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Extending the rigid guide rails of the Delta 
Unisaw with an extra set of guide rails (available 
through your Delta dealer) you can easily 
handle the largest sheets of plywood, plastic 
laminates, and aluminum. Just one more feature 
that makes this Delta Unisow your best bet to 
cut costs in millwork, 





A really good circular saw is often 
the difference between millwork 
profit and loss. And the more jobs 
it can do, the more profitable it is 
cutting costs of labor and material. 
Only a Delta Unisaw gives you 
so much quality and versatility for 
so little cost. Low in price to start 
with, this rugged, multi-purpose tool 
lets you cut dadoes, tenons, miters, 
beautiful mouldings, bevels, and 
many, many more—all in addition 
to accurate cross-cutting and rip- 
ping—and all on a fast, production 
Jine basis. By simply extending the 
guide rails (see picture at left), you 
can even cut huge sheets of plywood 
or aluminum to exact measurement. 
“Tailor-made” for millshops, the 


DELTA auatity power Tools 
Another Product by Rockwell 


BUILDING 


Propucts MERCHANDISER 


ét Millwork Volume AT FAR LOWER COST 
with a Kockwell-built Detta UNISAW® 


Delta Unisaw is an unbeatable value 
for building bigger profits. 
Remember—obsolete, worn-out tools 
kill millwork profits. DELTA Power 
Tools INCREASE efficiency and 
BUILD PROFITS. Let your 
DELTA dealer prove it to you. Call 
him today (he’s listed in the classified 
pages under ‘‘Tools”’ or “‘Machinery’’) 
or send coupon for full information, 


“Delta Power Tool Division, 
Rockwell Manufacturing Co. 
6781 N. Lexington Ave., Pittsburgh 8, Pa. 


() Please send catalog information on the 
DELTA UNISAW 


Please send name of my nearest DELTA Dealer 


Nome 


Ds cite eeneniseeiemetamnanmenall 


Address 


ee a aa eI] 


(To obtain more data on advertised products see page 108) 





Primer Knot Sealer 


By combining a primer and a knot 
sealer, the Western Pine Association 
research laboratories have eliminated 
one step in the normal three-step se- 
quence heretofore necessary when 
painting knotty grades of siding or 
paneling. In the past painters have 
had to first apply the knot sealer, then 
a primer coat and finally the finishing 
coat. However, new formula WP-578-P 
puts the knot sealer and primer ap- 
plications into one. Names of manu- 
facturers of both the clear sealer and 
the primer-sealer on request. Western 
Pine Association, Dept. AL, 510 Yeon 
Bldg., Portland 4, Ore. 


For more data circle No. 1 on coupon, p. 108 





Folding Handy Horse 


The Federal all metal folding Handy 
Horse has a rated capacity of 500 
pounds with better than 2 to 1 safety 
factor. Handy Horse folds to a size 
less than 6” square by 42” long. Comes 
completely assembled and there are 
no parts to remove or tools required 
to fold it. Federal Aircraft Works, 
Dept. AL, 3456 N. Washington, Minne- 
apolis 12, Minn. 


For more data circle No. 2 on coupon, p. 108 


Two-Light Circline Unit 


The Saturn combines the new 40- 
watt circline lamp with the standard 
32-watt lamp, and is ideal for. instal- 
lations where high light output is 
required. Perforated steel louvers are 
utilized not only as lamp supports, but 


also as an effective means of obtaining 
a low brightness effect. The Carter 
Saturn is available in white baked 
enamel with chrome center ornament, 
or in all-chrome and the louvers are 
finished in aluminum gray. Carter 
Lighting Co., Dept. AL, Chelsea 50, 
Mass. 


For more data circle No. 3 on coupon, p. 108 


Built-in Ovens and Cooking Tops 


The Stiglitz Infra-Aire line of cook- 
ing tops and stack-on ovens and insert 
ovens embodies beauty and ease of 
installation with convenience and 
safety. The Stack-On Oven is avail- 
able in three cabinet sizes to fit the 
kitchen cabinets now being sold. Cook- 
ing Tops are available in two-element 
and four-element units and may be 
arranged in multiple combinations. 
Stiglitz Corp., Dept. AL, 3067 Portland 
Ave., Louisville 3, Ky. 

For more data circle No. 4 on coupon, p. 108 


(continued on page 86) 





aud th a Wise Bid 


( ie who goes for that gorgeous 
SUGAR PINE from SUPERIOR! 





SPECIALISTS IN QUALITY LUMBER 
FROM THE FINEST MILLS IN 
OREGON, WASHINGTON and 
CALIFORNIA. 


PERIOR LUMBER 
GALES COMPANY 


04 Sacramerllo 
920 9th ST. * Phone HUdson 4.8216 
SACRAMENTO 14, CALIF 
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DIERKS FORESTS, Inc. 


(Formerly Dierks Lumber & Coal Co.) 


Dierks Lumber & Coal Company, op- 


erating large modern mills in Arkan- 
sas and Oklahoma, announces that 
the company name has been changed 


to Dierks Forests, Inc. 


The new name was adopted to more 
properly reflect the present activities 
of the business. Originally started in 
1880 as a lumber and coal retail 
yard, and later expanding to a line 
of twenty such yards, the current ac- 
tivities of the business are the grow- 
ing of timber, the manufacture of 
lumber and lumber products and the 


processing of treated posts and poles. 


\ pioneer in reforestation, the com- 
pany in 1914 adopted a program of 
perpetuating its timber resources 
through protection of the timber from 
fire and selection of trees to be har- 
vested. In recent years alone, over 15 
million pine trees have been planted. 
This program is responsible for the 
employment of more than 2400 men 
with an annual payroll of over $6,- 
000,000, and is your assurance of a 
continuous supply of southern pine 


products. 


DIERKS FORESTS, INC. 


GENERAL OFFICES: 
Dierks Bldg., 1006 Grand Ave., 
Kansas City, Mo. 
Plants Wright City and Broken Bow, Okla- 


homa; Dierks and Mountain Pine, Arkansas: 
Treating Plant, DeQueen, Arkansas. 
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Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES 


are a big factor in the 
sale of nationally famous 


Place & Co. Homes! 


Mohawk Flush Doors are used ex- 
clusively in over 3,000 Place & Company 
Homes. It’s no wonder! Hiawatha 
birch-trimmed exterior doors create 
attractive entrance-ways and add de- 
finite sales appeal to their homes. Like 
the Mohawk Exterior Lited Doors and 
Interior Flush Doors, they are manu- 
factured by the most modern methods 
and with the very finest materials. 
These factors, plus their warp-free 
cores and 3/16" matched exterior faces, 
make them today’s best buy. 


Watch your door complaints turn 
into compliments. Watch new profits 
come your way when you offer this 
superior line of top-quality, trouble- 
free doors. End your door problems 
now! Send coupon today! 


NEW HIAWATHA EXTERIOR DESIGNS 


Send Coupon + Mohawk Flush Doors, Inc. 
Today!—> : 


3386 Hammond Avenve 


: Elkhart, Indiana 
: Rush full details on O Mohawk 
a FLUSH DOORS Interior Doors, () Exterior Doors, 


O Hiawatha Birch Trimmed Ex- 
° . terior Doors, 
3386 Hammond Ave. : 


Elkhart, indiana : Steins 





« Address 


(To obtain more data on advertised products see page 108) 











NEW PRODUCTS 


(begins on page 84) 





Saw Track 


The structural steel welded track is 
readily adjustable for use with Stan- 
ley saws Nos. H65 and H70 for square, 
bevel and bevel mitre cuts. Rear pin 
drops into predetermined holes bored 
in bench to give required angle cuts. 
The track pivots on front pin. This 
accessory eliminates laying out and 
marking each piece of lumber making 
it a real time-saver as a guide in cut- 
ting lumber to exact size desired. 
Stanley Electric Tools, Dept. AL, New 
Britain, Conn. 

For more data circle No. 5 on coupon, p. 108 


Interior Door Jamb 


A patented steel interior door jamb 
features a three-piece, nail-on, adjust- 
able installation. Each Trimco jamb 
comes in three pieces which are nailed 
on the same standard rough openings 
used for wood jambs. Other features 
include slotted openings which allow 
for mounting standard 3% x 3% butt 
hinges directly to studs and a dust- 
free adjustable lock box unit. Each 
jamb comes bonderized, prime-coated 
and packed in a corrugated cardboard 
carton, ready for installation or stor- 
age. Trimeco Metal Products Co., 
Dept. AL, 6304 Olive St. Rd., St. Louis 
5, Mo. 


For more data circle No. 6 on coupon, p. 108 


New Plastic Pattern 


A new G-E Textolite plastics sur- 
facing pattern is featured in a new 
line of dinette sets introduced by the 
Kuehne Manufacturing Co. The new 
Florient pattern is keyed to a trend 
toward Italian styling in furniture. 
Following the color tones of marble, 
Florient is a reproduction of what is 
known in Italy as Florient Rose mar- 
ble. A small whorl pattern with pink 
tan over-all effect, Florient is being 
promoted by Kuehne as its Marbelized 
effect. Chemical News Bureau, Gen- 
eral Electric Co., Dept. AL, 1 Plastics 
Ave., Pittsfield, Mass. 


For more data circle No. 7 on coupon, p. 108 
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Custom Garage Door 


This new type Berry Custom garage 
door is available in eight basic designs. 
These designs are made by applying 
2%" wide moulding of different 
lengths to the face of the door. Mould- 
ings are connected by standard sized 
corner pieces. Berry Custom garage 
doors are available in four standard 
sizes: 8’ x 7'; 9’ x 9’; 16’ x 7 and 
18’ x 7’. Special sizes on request. As 
the door is manufactured flush, it can 
be used without a design of any kind. 
Steel Door Corp., Dent. AL, 359 S. 
Jessie St., Pontiac, Mich. 


For more data circle No, 8 on coupon, p. 108 


Sliding Glass Door Features 


Slide-View sliding screens may now 
be raised or lowered by loosening nut 
(see left illustration), positioning 
roller and tightening nut. Anti-rattle 
top guide is illustrated on the right. 
The two top guide rollers are now 
adjustable by turning the set screw to 
stop rattling in the sliding glass door. 
Slide-View Steel Door and Window 
Co., Dept. AL, 521 N. LaCienga Blvd., 
Los Angeles 48, Calif. 


For more data cirele No. 9 on coupon, p. 108 


New Wall Cabinet 


The O’Brien Obenette is made of 
unfinished white pine and may be dec- 


orated to complement any color 
scheme. Chrome hardware matches 
bathroom and kitchen fixtures, while 
the birch plywood doors match the 
big doors in the room. Standard units 
are installed flush with the wall inside 
three stud spaces and lighting fixtures 
are available. Double units measure 
45%” wide x 32%” high x 5%” deep, 
and the single units are 832%” wide x 
23°" high x 5%” deep. Special size 
units are custom-tailored upon request. 
O’Brien Lumber Co., Dept. AL, 216 
Navarre Rd. S.W., Canton, Ohio. 


For more data circle No. 10 on coupon, p. 108 


Improved Extension Rule 


Exclusive features of the Extension 
Guardsman Model 996X (shown p. 90 
along with the standard Guardsman, 
Model 996, and the flat - reading 
Guardsman, Model 996F) include: 
glass-hard white finish; clear black 
filling of all the etching on the heavy 
brass extension slide; double-edge 


(continued on page 90) 


WHAT'S YOUR ANSWER? 


More often than not, proof of the 
overall value of a magazine can be 
found in circulation figures. It is axio- 
matic that the trade journal that is 
doing the best job for its industry is 
the journal with the most readers. 

How does the American Lumberman 
stack-up? The Audit Bureau of Circu- 
lations, the publishing industry’s inde- 
pendent circulation auditors, reports: 
In the most recent official audit, the 
net paid circulation of the American 
Lumberman was 27,067 compared to 
24,552 for the second magazine in the 
field. : 

Readers, after all, are the final 
judges in determining which publica- 
tion in the retail building materials 
industry is most helpful. More retail 
dealers read the American Lum- 
berman. 


1. The 50th anniversary of the 
Huttig Mill is announced by what 
manufacturer? 


2. According to the government's 
Business Advisory Council, will 
general business be better in 1955? 


3. What is NCR paper? 


4. What two markets does the 
Forest Lumber Company concen- 
trate on in selling $50,000 worth of 
unfinished furniture annually? 


5. Who is Geo. J. Silbernagel? 


6. What utility is used as an ef- 
fective selling tool at the Beaver 
Lumber Co.? 


7. Who produces Wolmanized 
pressure treated lumber? 


8. What three general fears de- 
ters a customer from buying build- 
ing specialties? 


9. How much does HOME Main- 
tenance & Improvement Magazine 
cost you per copy? 


10. How long does it take the 
Port Townsend Lumber Co. to 
maintain its perpetual inventory 
each day? 

What's YOUR Score? 


37 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


Answers on page 90 
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A bolster is left at the block plant at all times. Orders are phoned in and loads are made up while the Carrier is in transit. 


DIRECT DELIVERY to the Job-Site 


-..Cuts overhead for Geauga Lumber! 


To compete with big suppliers, Geauga Lumber and 
Miilwork Company in Chardon, Ohio had to cut over- 
head. So they bought a 20,000 lb. capacity Ross Car- 
rier, which eliminated double-handling at both the 
yard and job-site . . . reduced costly manpower over- 
head . . . improved customer service . . . speeded 
up all operations ... and minimized expensive bolster 
and carrying-member losses! 


Reduced operating costs and increased profits can be 
traced directly to the Ross Carrier and improved 
materials handling methods. Geauga’s owner, Mr. E. 
Prohazka, feels it “not only allowed us to compete 
with big suppliers orf an equal basis, but greatly 
: ; increased the efficiency of our entire operation.’’ You 
: wags ron ~ beniay polemtonay- t= saw zy e~ can enjoy the same benefits! Why not call your Clark 
dealer today . . . listed under ‘“Trucks, Industrial”’ in 
the phone book Yellow Pages. He’s in business to 
help you increase your profits. 


Remember: it takes 5 seconds for one man to load a Ross 
Currier ...3 seconds to unload . . . there's no waiting 
time, all work time. Send for Application History 10-G-52 
which explains in detail how Geauga handles concrete 
block by Ross Carrier. 


ROSS CARRIER LINE 


Cl is RK CLARK EQUIPMENT COMPANY 


Benton Harber 40, Michigan 
While the Carrier delivers these 3 unit loads, E QUIPMENT 


other loads will be made up for the next delivery. 
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Will a ‘Ao’ plastic 
laminate... .2/s thicker 
than usual... 

Save you time and 
money? Read what 


Mr. & Mrs. R. P. Watt, standing in front 


another experienced § PP «typical Frontier Home..ult for com. 
builder says... 


fortable modern living. 





Give the lady what she wants! It’s good business 
when you're building homes for resale, and the lady 
wants plastic surfacing! Up to now, that demand 
meant a highly specialized, costly application pro- 
cedure. But not with new, extra-thick Consoweld 10! 


Read what R. P. Watt, builder of Frontier Homes in 
Sacramento, Calif., has to say about dollar-savings 


with Consoweld 10: ; . . 
The same applies to a counter-top job. Use an in- 


expensive supporting surface of sheathing-grade ply- 
wood. Knotholes or cracks won’t ‘“‘telegraph’”’ through 
to spoil the finished beauty of the Consoweld 10 plas- 
tic surfacing. 


“In order to insure continual sales of our Frontier 
Village homes, we are constantly striving to improve 
our finished products and yet keep our costs down 
to the minimum. 

“Our use of Consoweld 10 has proved to be a natural 
in keeping with this policy. It not only gives us a Prove it on YOUR next job! 
better finished product, but its easy adaptability to 
on-the-job installation vesults in a saving of 23% 
in our bathroom walls and kitchen counter-top costs.” 


Specify rugged Consoweld 10—and you can throw away 
the “kid gloves” that you needed with conventional lami- 
nates! You'll find that Conseweld 10 saves time, saves 


A bathroom wall offers a good example of what Mr. labor, saves money. 


Watt means by easy adaptability to on-the-job in- 
stallation. With thicker Consoweld 10, you don’t 


need expensive plywood backing. Gypsum lath or Co » <q £P ae 3 aap 
building board is smooth enough. You cover a large 


area with one panel —available 30 and 48 inches wide, p | as t j Cc sur f ac j n g 


96 and 120 inches long. Bond it with easy-to-handle, . 
rubber-base mastic adhesive which permits shifting wd a colorful Lctine 
ithe Consoweld, if necessary, for a perfect fit. Apply 

edge mouldings—and the job is done! Consoweld, Wisconsin Rapids, Wis. AL-114 


(To obtain more data on advertised products see page 108) November 15, 1954, AMERICAN LUMBERMAN & 
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This gleaming counter-top may look custom-fabricated, but it was Up-to-the-minute semeentiil in Frontier Homes are good for a color- 
built on the job... with thicker, more rigid Consoweld 10. A typi- ful lifetime—with Consoweld 10. This wall is covered with one large 
cal example of the top-quality job you get using Consoweld 10... panel... which means big labor savings over other types of wall 
at less cost ! coverings. 


our costs 934 


.. Writes R. P. Watt, General Contractor 


Sacramento, California 





CONSOWELD 6 


Consoweld 6 (the usual .060’ thickness) has long 
been a favorite of many fabricators for shop appli- 
cation and for some types of on-the-job use, espe- 
cially where self-edging is desired. It is applied with 
pressure- or contact-type adhesives. 

The quality of Consoweld 6 and Consoweld 10 is 
the same, the only difference being in thickness. 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; 
72-, 96- and 120-inch lengths. 

I< Both Consoweld 6 and Copsoweld 10 are ex- 

fa tremely durable high-pressure thermosetting dec- 

(= NEW) orative laminates. They meet or exceed the high 

standards of the National Electrical Manufac- 

—d turers Association ... your assurance of highest 
quality. 


V7 











Mail this coupon 


. ; Here's the 
for complete information 


band wagon: Climb aboard! 
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graduation throughout the entire six 
foot length of the rule. List price is 
$2 and covers a six-month uncondi- 
tional guarantee. Master Rule Mfg. 
Co., Dept. AL, Middletown, N. Y. 


For more data circle No. 11 on coupon, p. 108 


New Cutting Tool 


The new #503 Strap and Wire Cut- 
ter will handle flat strapping at the 
mouth of the tool and round strapping 
in a second set of cutting surfaces 
near the rear of the cutter head. This 
lightweight tool will cut strap as 
heavy as %” x .0356 or 12-gauge wire. 
The cutting blades can be resharp- 

A. J. Gerrard & Company, Dept. 
AL, 1950 Hawthorne Ave., Melrose 
Park, Ill. 


For more data cirele No. 12 on coupon, p. 108 


New Saw Attachment 


A telescoping lower blade guard 
that opens as each saw cut is started 
and springs closed when the cut is 
completed is an exclusive safety fea- 
ture of a new saw attachment for use 
with the Black & Decker 4%” Utility 
Drill, 4” All-Purpose Drill and the 
new %” Utility Drill. The saw attach- 
mnt is threaded into the spindle of 
the drill and is close coupled for one 
or two-handed use. The attachment is 
adjustable for depth and angle-of-cut. 
Maximum depth-of-cut is 1 3/16” and 
1” at 45°. Comes with a five-inch com- 
bination rip and cross-cut blade and 
a rip fence. Black & Decker Mfg. Co., 
Dept. AL, Towson 4, Md. 


Por more data circle No. 13 on coupon, p. 108 
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NAIK WEL 


New Bonding Agent 

Kwik-Weld is packed in gallon, 
quare, pint and half pint cans. It is 
applied by brush or spray gun to sur- 
faces. Directions on the can help make 
it easy to patch cracks and small holes 
by mixing Kwik-Weld with the con- 
crete or cement. With plaster, the 
consumer brushes on Kwik-Weld and 
applies his new plaster. Chemical 
Products Co., Dept. AL, Aberdeen, Md. 


For more data circle No. 14 on coupon, p. 108 





Vertical Lift Door 


A new Vertical Lift garage door has 
just been announced. To open, the door 
rides straight up on tracks fastened 
to the inside surface of the wall and 
travels its own height to clear the 
opening. Headroom must be available 
to equal the door height, plus about 
one foot extra for fittings. Retractable 
handles are used on the outside of the 
door in order to clear the header. The 
Vertical Lift door is balanced by a 
counterweight with the cable passing 
over a pulley located at the top of the 
track. Calder Mfg. Co., Dept. AL, 630 
N. Prince St., Lancaster, Penna. 

For more data circle No. 15 on coupen, p. 108 














Canopies and Awnings 


The Do-It-Urself ventilated alumi- 
num canopies and awnings provide the 
home with ventilation. In addition, 
curved louvers relieve direct glare, re- 
placing it with more, softer light all 
day long. Do-It-Urself Awnings are 
available in several color patterns. The 
awning is sold as a package, complete 
with instructions and may be quickly 
selected from counter or shelf. Do-It- 
Urself Div., Alumatie Corporation of 
America, Dept. AL, 2081 S. 56th St., 
Milwaukee, Wis. 


For more data circle No. 16 on coupon, p. 108 
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Decorator Light Fixtures 

A new selection of contemporary 
light fixtures has been added to the 
Moe Light line. The new fixtures, 
called the Decorator line, are available 
in three general types: contemporary 
ceiling-mounted plastic bubble lights; 
pull-down reel types in both bubble and 
reflector shade designs; adjustable 
plastic shaded wall-mounted plug-in 
fixtures. Thomas Industries, Inc., Dept. 
AL, 700 Oak, Fort Atkinson, Wis. 

For more data circle No. 17 on coupon, p. 108 


(continued on page 92) 


What's Your Answer? 


Solution to questions 
on page 86 

1. Frost Forest Products Divi- 
sion, Olin Mathieson Chemical 
Corp. The advertisement is on 
page 29. 

2. Yes. The BAC report appears 
in the news section on page 9. 

3. An office supply paper that re- 
quires no carbon paper in making 
copies. The paper is made by the 
National Cash Register Co. whose 
ad is on page 29. 

4. Young married couples and 
summer home owners. The article 
on how this dealer cashes in on 
unfinished furniture sales starts 
on page 40. 

5. Wholesale distributor of West 
Coast Lumber and Lumber Prod- 
ucts. The advertisement is on 
page 63. 

6. Electric lights. Full details 
on how this firm “sells” with light- 
ing are in the exclusive article on 
page 56. 

7. Koppers Company, Inc. The 
advertisement appears on page 95. 

8. (1) fear of product quality, 
(2) fear of criticism by others and 
(3) fear that the product costs too 
much. This article on the funda- 
mentals of selling building special- 
ties is on page 62. 

9. ll¢. For full details on the 
American Lumberman’s compan- 
ion consumer magazine, see pages 
104-105. 

10. 15 minutes. The timely ar- 
ticle on inventory control is on 
page 66. 
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ALWAYS IN LINE WITH... 
YOUR REQUIREMENTS 




















ARKANSAS HARDWOOD OAK 
SOFT PINE FLOORING SPECIALTIES 
Satin-like Interior Trim, Straight-line Standard Strip Trim and Mouldings, 
Inside Frames, Paneling, and Unit Wood Blocks Thresholds. 
Finish, Stair Treads, in Oak, Beech, Pecan; 
Flooring, Sheathing, Shiplap, Random Width Oak Plank ; Stair Treads, Risers, 
Boards, Dimension All prefinished or Unfinished. Glued-up Panels 








Catering to Dealers in Quality Lumber for Quality Homes 


... SAY WHEN 













LUMBER COMPANY of Arkansas © Mm Y 
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Dealers 
Increase Business 
with 
Symons Form Rentals 


Because concrete forming is one of the 
first construction steps, many Ready- 
Mix and Building Material Dealers are 
renting Symons Forms to local con- 
tractors. Contractors find that these 
strong, easy to erect forms save them 
considerable labor and time, and insure 
safety no matter how fast the mix is 
poured. 


Symons Form Rental bring the Dealer 

new ready-mix customers, added rental 
profits, repeat sales of hardware and ties, 
additional lumber and plywood sales, 
increased building material sales and 
customer satisfaction. 


Samples, specifications, actual job 

hotos, literature and forms layouts for 
buildin your own Symons Forms are 
available upon request. However, for 
guaranteed accuracy and low labor cost, 
we recommend factory made forms. 
Rentals apply on purchase of these 
pre-fab forms. 


+? 1 » 
Na Syyons 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Avenve, Dept. G-4 
Chicago 39, Winols 


Please send complete information on buying and 
Building Symons Forms. 


Nome 





Firm Nome 





Address 





CO Y cece 2 ONO St OHO. 











Le 4 
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NEW PRODUCTS 


(begins on page 84) 





Modern Design Fireplace 


Readybuilt Products Co. has pro- 
duced a Readybuilt Fireplace in a 
blond wood of slim, simple modern de- 
sign. The brick effect is cast buff brick 
facing. It is 4’ 9” wide, 4’ 10%” high, 
the shelf is 4’ 11%” and return to 
wall is 10%”. Readybuilt Fireplaces 
come complete and can be shipped any- 
where. Readybuilt Products Co., Dept. 
AL, 1707-23 McHenry St., Baltimore 
23, Md. 


For more data circle No. 18 on coupon, p. 108 


Powered Lawn Mower 


A new type of gasoline-powered 
lawn mower, which combines advan- 
tages of both reel and rotary types, is 
available in a line of three models. The 
new McCulloch twin-action safety 
mower cuts all types of grasses by 
means of four small horizontal blades 
mounted 180° apart on two magnesium 
cup-shaped cutters which counter- 
rotate at high speed. The safety blades 
are pivoted so they swing out of the 
way if they strike an obstacle. Width 
of cut on all three models in the line 
is 20”; weight is 43 pounds. McCulloch 
Motors Corp., Dept. AL, 6103 W. Cen- 
tury Blvd., Los Angeles 45, Calif. 


Fer more data circle No, 19 on coupon, p. 108 
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Torpedo Level 


A new die-cast aluminum torpedo 
level is known as Columbian 339. The 
new level has one plumb, one level and 
one 45° vial. Its top plate is made of 
red shock-proof plastic. Bottom of the 
aluminum body is precision-grooved to 
permit use as a line level, a new 
Columbian feature. The new level is 
9” long, 1%” high and only %” wide 
at its widest point. Columbian Vise & 
Mfg. Co., Dept. AL, 9021 Bessemer 
Ave., Cleveland 4, Ohio. 
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November 15, 


WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facilities 
and a thorough understanding of buyer's re- 
quirements, the leading Western Whole- 
salers below can help you take the worry out 
of your lumber buying. Tell them your needs. 


Let them supply your complete requirements. 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 





Ly 


564 Market S$t., San Francisco 4, Calif. 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 


Phone: TEmple 2743 TWX SP 19. 





WESTERN WOODS, INC. 


715 Spokane & Eastern Bidg., Spekane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 


Carl E. Soderberg Lbr. Co., Inc. 
eam Gan daast th, AEE Eaten © Wied. 


PINE SPECIALISTS 
Temple 1448 Teletype SP-175 








CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
Telephone: AT 6591 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


OYymaxt MORE money 


Ae WITH NATIONALLY ADVERTISED 
bs Bear 


WILL NOT SHRINK 
STICKS AND STAYS pijy 
' 








New Tile Cutter 

The new Selck Sabre Cutter works 
on a precision basis up to and includ- 
ing 12” tile in asphalt, rubber, linoleum 
and vinyl. Will cut nine inch tile on 
the diagonal. Comes equipped with a 
handy guide for diagonal cutting which 
is easily adjusted. Another feature of 
the Sabre Cutter is the easy-to-read 
rule mounted on the edge for cutting 
specific sizes. Walter E. Selck & Co., 
Dept. AL, 225 W. Hubbard St., Chi- 


Most dealers report: 
“Qur sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 

urham’s Rock- 
Hard Water Putty 


DONALD 
DURHAM 
COMPANY 

Box 304-B 

Lf Des Moines 


ives you by far the 
st profit-margin on 
any product of this 


nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 


finish. 


asy to use. Keeps indefinitely. So 


economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
ylay. Available in 25, 50, 100-lb. drums for 
industria] users. Order from your jobber. 


The PLASTIC Repair Material 


in POWDER Form 





hoarseness 


...is one of the seven common- 
est danger signals that may 
mean cancer... but should al- 
ways mean avisit to yourdoctor. 


The other six danger signals are 
—Any sore that does not heal 
...A lump or thickening in the 
breast or elsewhere...Unusual 
bleeding or discharge ...Any 
change in a wart or mole... 
Persistent indigestion or diffi- 
culty in swallowing... Any 
change in normal bowel habits. 


For other facts about cancer 
that may some day save your 
life, phone the American Cancer 
Society office nearest you, or 
write to “Cancer”—in care of 


your local Post Office. 


American Cancer Society “Y 


BUILDING 


PRropt CTS 





MERCHANDISER 


cago, Ill. 
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Radial See-Saw 


The Radial See-Saw cuts to its full 
normal capacity (depth) and may be 
demounted for portable use. The saw 
retracts between the supporting col- 
umns clear of the panel. For ripping 
the saw may be shifted crosswise in 
the carriage. For angle cutting the 
entire machine may be swung as de- 
sired. See-Saw, Dept. AL, 4140 Syra- 
cuse, Dearborn, Mich. 

For more data circle No. 22 on coupen, p. 108 


Liquid Rubber Coating 

Rub-r-ize is a natural liquid rubber 
right out of the can, ready to be ap- 
plied like paint. Non-inflammable in 
the liquid state, it can be brushed on, 
sprayed on, or dipped. It rubberizes 
quickly at normal temperatures, Rub- 
r-ize is available in red, green, black, 
blue and gray colors as well as trans- 
parent. Ruber Magic, Inc., Dept. AL, 
4312 Third Ave., Brooklyn 32, N. Y. 


For wore data circle No, 23 on coupon, p. 108 


Spiral Sash Balance 


This Helix heavy duty spiral sash 
balance requires no head or side room 
and no mortising of frame. It is pre- 
tensioned at the factory and will han- 
dle variations up to five pounds with- 
out adjusting. This Helix sash balance 
has been designed for institutional and 
commercial sash weighing up to 70 
pounds. Caldwell Mfg. Co., Dept. AL, 
64 Commercial St., Rochester 14, N. Y. 

For more data circle No, 24 on coupon, p. 108 
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DEALERS CAN SELL 
ShowekRite at 


46925, 


Standard 4'/, or 5 Ft. En- 
Faas cons Cost; | te 

less 4 + 5%—Net 
$39.87 ec. F.0.B. Chicago. 
7 of more additional 5% 
—Net $37.88 Eo. F.0.8. 
Chicago. Available in 
5'’, proportionately 
priced. 


HOTTEST NEW SPECIALTY 
ON THE MARKET! 

ShoweRites are splash proof .. . 

draft-free. Made of lustrous, special 

finish heavy extruded aluminum. 

Double ball bear- 

ing roller doors 

for smooth glid- 

ing. “Water-seal” 

insulated glass in 

choice of fluted 

or frosted. 


PLENTY OF FREE 
PROMOTIONAL MATERIAL 


THEODORE EFRON 
Wlanufa luring he 


6434 S|. WENTWORTH # CHICAGO 


EASTERN DISTRIBUTOR: Stylon Company 
Clifton, N. J. 
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Copper Tile 


The bevelled edge of all-copper tile 
as well as lustrous finish is shown in 
this photograph of a single 4%” by 
4%” tile. The new tile, which is gen- 
erally available through building mate. 
rial supply dealers, sells for about 
$1.50 a square-foot, including mastic. 


right for your 


Vikon Tile Corp., Dept. AL, Washing- 
ton, N. J. 


For more data circle No. 25 on coupon, p. 108 


KD Magic Hinge 


A new KD kit of Magic Hinge storm 
sash for residential casement windows 
is conventiently packaged for over the 
counter sales. Magic Hinge casement 
window gets it’s name from the exclu- 
sive B & B patented hinge which al- 
ways keeps panels within easy arms 
reach. The B & G Magic Hinge kit 
comes complete, with the exception of 
glass. Included in the packed unit are 
all necessary screws, weather-strip- 
ping and other parts and complete 
assembly instructions. B & G Sales 
Co., Dept. AL, 6905 Susquehanna St., 
Pittsburgh 8, Penna. 
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customers’ every need 


You'll increase your sales of fence 
when you impress upon your cus- 
tomers that CF&I Fence is right for 
their every need. Sell the features 
which assure the permanence, ease 
of erection and good looks of CF&/ 
Fence. Stock the kinds of fences that 


exactly suit your customers’ needs 


.. you'll find them among the nearly 
150 different types, heights and 
weights of fence made by CF&I. 


Full details about these and many 
other selling features of CF&/ 
products are included in the new 
CF&I Wire Products Catalog . .. the 
complete story on o wide voriety of 
steel products known throughout the 
West for their quality and depend- 


And remember—tvery fence customer 
is also o prospect for these allied CF&| 
Products. 

CFa&ai BARBED WIRE 

CF&!i BARBLESS WIRE 

CFaI FENCE STAYS 

Cra! FENCE POSTS 

CF&I NAILS AND STAPLES 


ability for over half a century. Con- 
tact your CF&| representative today 
for your copy of this completely new, 
informative CF&l Wire Products 
Catalog. 


+ 

Tn!$ BRAND 
wy, 

YOUR .° , 

PROTECTION 


THE COLORADO FUEL AND IRON CORPORATION 


LF 


Abilene + Albuquerque » Amarillo + Atlanto + Billings + Boise » Boston + Buffalo - Butte + Casper - Chicago » Denver 
Detrolt + E} Paso + Ft. Worth + Houston + Lincoln (Web.) + Los Angeles + New Orleans + New York » Oakland 
Oklahome City + Philadelphic + Phoenix + Portiond + Pueblo - Salt Lake City + San Francisco » Seattle » Spokane + Wichita 
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Home Installation Kit 


This Do-It-Yourself kit contains a 
roller, file, black crayon, awl, brush 
and complete instruction folder. The 
kit is packaged in a small, blue-and- 
white cardboard box. Conolite plastic 
laminate is designed to add beauty and 
protection to surfaces such as table 
tops, counters, sink tops, desks and 
walls. The simple tools contained in 
the kit illustrate the product’s ease of 
application. Continental Can Co., Dept. 
AL, Continental Can Bldg., 100 E. 
42nd St., New York 17, N. Y. 
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Kitchen Office 


The Kitchen Office is a complete 
wall hung desk with a sturdy welded 
body and wood front in choice of birch 
and knotty pine. It has file bin, dividers 
and a KD phone book rack for the 
underside. Easily attached to wall by 
means of a surface leveling bar clip. 
Comes in two sizes: A—(14” H x 20” 
W) and B—(16” H x 24” W). Jensen 
Industries, Dept. AC, 159 S. Anderson 
St., Los Angeles 33, Calif. 


For more data circle No. 28 on coupon, p. 108 
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Aluminum Enclosure 


An all-aluminum, screened-in en- 
closure called the Poranda, is an octag- 
onal structure, 8’ high and 91%’ across, 
weighing only 85 pounds. It can be 
set up in 45 minutes and taken down 
for winter storage. It serves as a bug- 
tight outdoor living-dining-playroom 
and is large enough to seat eight 
people. Hill Tool & Engineering Com- 
pany, Dept. AL, 244 Chicago Ave., Oak 
Park, Ill. 

For more data circle No. 29 on coupon, p. 108 
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The Door That Combines QUALITY with ECONOMY 


—SEDORCO 


The flush door 
with a heart of 
Western red cedar 











OUNTAIN 
MILLS 


Check these advan- t ® 
tages and you’ll ov 
cheose SEDORCO: | 


Y Western Red 
Cedar Core for Max- 


imum Dimensional SS PONDEROSA PINE 


Stability. PANELING 
Y Core vented 


throughout for added as ) | MOULDINGS 
assurance against . CUT STOCK 


warpage. 

















* A A 
Y Guaranteed in accordance with standards FIR AND LARCH 
adopted by National Woodwork Manufac- 


turers Association . . . all SEDORCO flush a jy WHITE FIR 


doors conform to Commercial Standard CS- 


paseeh> DIMENSION & BOARDS 
171-50. 


SEDORCO flush doors available in: 


Blue Mountain Mills’ large timber 


ik holdings in John Day Valley are in 
Philippine Mahogany (rotary cut and the center of one of the country’s 


ribbon grain) finest stands of Ponderosa Pine and 
>> associated species. Our facilities and 
j ‘ : <Ss care in the manufacture of this raw 
White Ash (Sen) Rotary Cut Fir material give you lumber and lumb 
Birch Hardboard products of outstanding quality and 


salability. 
Hollow and Solid Core 
Interior and Exterior Grade 100% KILN DRIED 
1%” and 14%" Thickness 


7-Ply Constructio: (except Hardboard) 


_SEDORCO 


SEATTLE DOOR COMPANY, INC. 
Seattle 55, Washington 
Sales Representotive: Benj. Levinson & Co., 1305 Third Ave., Seattle « SE 6318 «TWX SE443 
Regiona! Soles Offices in many sections of U. S. 





Courteous, efficient handling of all in- 
quiries and orders. Write, wire or phone— 





3UILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 108) 








C.D. JOHNSON LUMBER COMPANY 


Manufacturer: WEST COAST LUMBER eo Mills: TOLEDO, OREGON 
Shipments: RAIL AND WATER 
Sales Offices: AMERICAN BANK BUILDING e@ PORTLAND, OREGON 


—_-_-——. 


(C4. ah ae) 
Cy TRADEMARK OF QUALITY LUMBER 
; ta) vist y or 
si GP) ORGIA~— PACIFIC oy wooo 


le 


COMPANY 
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WAND STAMP vat 
FIRST CLASS may 


pum PARCEL post 


SPECIAL HAND PUASE rey 
SPECIAL DELIVER 
STAMP FOR DEPOSIT ONLY 


CIAL Re 
‘D0 NOT BEND] pomre ""°'STeaey 
\PLEASE REMIT, 


ch = ananes ViA AIR MAIL 


One Dozen Stamps 


Imagine a single rubber stamp ma- 
chine that does the work of 12. The 
new Daily Dozen multiple stamp con- 
tains all the proper imprints for mail- 
ing, banking and billing. Simply turn 
the dial to select the imprint you need. 
Each stamp is over 1%” long. Coss- 
man Stamp Co., Dept. AL, 6612 Sun- 
set Blvd., Hollywood 28, Calif. 
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Ventilation Prowler Protection 


Designed to provide safe ventilation 
for double hung windows and protec- 
tion against prowlers, the Brit Safe- 
Vent unit consists of a stainless steel 
bolt that slides in a slotted stainless 
steel plate fastened to either side rail 
of the upper sash. When the lower sash 
is raised, the bolt stops it at seven 
inches. The upper sash may be lowered 
an equal distance or both sashes may 
be opened together, each to a distance 
of 3%”. Brittain Products Co., Dept. 
AL, Cuyahoga Falls, Ohio. 
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Baseboard Blenders 


This cutaway view shows the in- 
stallation of two new types of blenders 
introduced by the Coleman Company, 
for use in the Blend-Air system for 
home heating and cooling. At left is 
baseboard blender, set in an inside 
wall. The baseboard perimeter blender, 
shown at right, is located in an out- 
side wall, usually under a window. 
Coleman Co., Dept. AL, 250 N. St. 
Francis, Wichita, Kan. 

For more data circle No. 32 on coupon, p. 108 
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FREE “Do-it-Yourself” 
Display Merchandiser 


Ng — kintrim 


The Slaymaker Lock Company is 

"yt A 0 eh eee pani “ ' 
ing O18 Geoon fren hep hieetes, Deters VT toe | Just set this KINTRIM Merchandiser on 
who purchased the SM17 padlock dis- ‘¥ your floor and watch trim sales soar! 
play-dispenser are eligible to receive \¥ It shows-off the beauty of KINTRIM 
paar aye a —_ _ — ‘A stainless steel mouldings. Places these 
pers pate pee poene cheng, tach Wi popular, easy-to-install trims within 
Lock Co., Dept. AL, 215 S. West End ! sight and easy reach of your home- 
Ace, Lanai, unee. : | owner customers. Promotes more trim 
fa Aa a ee aoe a a sales for owner installation of sink and 
countertops, and wall coverings. 

Order from your KINTRIM distribu- 
tor, or write us for information today. 

(Some choice territories open for whole- 
salers. Inquiries invited.) 


KINKEAD kK INDUSTRIES 


INCORPORATED 


Home Office & Factory 
5860 North Pulaski Road, Chicago 30, Illinois 
West Coast e & Factory : 
5250 West 102nd Street, Los Angeles 45, California 


Catalyst Spray Gun 

Designed to simultaneously spray 
plastic resin and catalyst, the new 
DeVilbiss gun is claimed to be the 
only one made which will assure a uni- WAVY l iW 
form mixture of resin and catalyst. 
With the new DeVilbiss gun, the resin 
is fed to the gun through the fluid 
line and the catalyst is introduced WN 
through the air stream. The gun has j 
but one head. When the gun trigger is 


Ny \ “T"-TYPE SINK FRAME No. 800,802 


‘ th ya Val th Overlaps and Underlocks 


actuated, catalyst and resin meet out- 4 cree ee Watertight 
side of the air cap and are atomized graves STE sven ** Pot, No. 2502553 
uniformly so the correct amount is ap- 


plied to the surface being sprayed. 
DeVilbiss Co., Dept. AL, 300 Phillips ? 
Ave., Toledo 1, Ohio. 
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Cushion Throat Plier Feature 
Almost all types of Utica diagonal 

and side cutting pliers can now be 
equipped with the Cushion Throat 
safety feature. The cushion is tough, 
rubbery red Plastisol, bonded beside 
the pliers cutting edges. As the pliers 
close, the Plastisol cushion grips the 
short end of the wire very tightly, 
holding as the cut is made. Utica Drop 
Forge & Tool Corp., Dept. AL, Utica 
4,N. Y 
For mere data circle No. 35 on coupon, p. 108 
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Hasplock Offers Protection 

This type of hasplock, manufactured 
by the Master Lock Company, offers 
the triple protection of a laminated 
padlock, safety hasp and slide bolt at- 
tachment. It also features concealed 
screw seatings and pinless hinge, 
eliminating the possibility of getting 
around the padlock by removing ex- 
posed screws or filing off the head of 
the pin in the hinge. Master Lock Co., 
Dept. AL, 2600 N. 32nd St., Milwaukee, 
Wis. 
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Nylon Shower Head 


Shower head molded of Zytel nylon 
resin resists corrosion and liming, and 
is readily colored with household dyes 
to match bathroom color schemes. 
Standard threads permit its use as a 
replacement for existing shower heads. 
(Nylon Maid shower head manufac- 
tured by Warren-Magnuson Co., 612 
East Alosta Ave., Glendora, Calif.; 
Zytel parts molded by Rainbow Plas- 
tics, 3330 N. Maine St., Baldwin Park, 
Calif.) E. I. Du Pont De Nemours & 
Co., Dept. AL, Wilmington, Del. 
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Ball Locking Padlocks 


Ball Locking Padlocks manufactured 
by Junkune Brothers, as illustrated, 
shows how the two hardened steel-balls 
are held securely in position by a solid 
grooved rotating bar that cannot be 
released until the double bitted key is 
inserted in the lock. Available in a 
wide selection of sizes in steel, brass 
and die cast bodies. Junkune Brothers, 
Dept. ALPP, 1145 W. Garfield Blvd., 
Chicago 21, Ill. 
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Portable Jalousie 

North-east’s new Louver-Vent port- 
able jalousie window offers many ad- 
vantages. Installation is quickly ac- 
complished through unique design, in- 
corporating universal Spring-Tension 
members. The Louver-Vent can be car- 
ried from room to room as necessity 
requires, giving the home-owner all 
the advantages of complete louver win- 
dow comfort, without any installation 
costs. North-east Metal Products 
Corp., Dept. AL, Merrick, L. IL. N. Y. 


For more data cirele No. 39 on coupon, p. 108 
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Heavy Duty Work Horse 

The Homko Deluxe Heavy Duty 
Work Horse (RM-20) is specially de- 
signed to fit requirements for a mower 
that will handle tall, tough weeds with- 
out first pushing them over. It also 
features an easy starting, four-cycle 
Briggs & Stratton gas engine; a 
strong, all-steel, non-breakable frame; 
and adjustable cutting heights from 
1” to 2%”. A leaf mulcher attachment 
is available as an accessory. Western 
Tool & Stamping Co., Dept. AL, 2725 
Second Avenue, Des Moines, Iowa. 
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New Size Plastic Tile 

New 84” Carrara tile was developed 
by Hachmeister, Inc. Coronet Carrara 
plastic tile comes in eleven colors, The 
color range affords opportunity for 
harmony and contrast in any decora- 
tive scheme desired. All Hachmeister 
distributors and dealers are displaying 
the new 8%” Coronet Carrara plastic 
tile along with 4%” Coronet Super 
plastic tile. Hachmeister, Inc., Dept. 
AL, P. O. Box 357, Pittsburgh 30, 
Penna. 
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Woodgrain Board 


Abitibi Woodgrain Hardboard, a 
panelling material which is said to 
combine the beauty of natural wood 
with all the desirable qualities of hard- 
board, is now being marketed through 
lumber dealers in the United States. 
The Woodgrain board takes stain, wax 
or wipe-off finishes. The new Wood- 
grain board is being marketed in 
panels 4’ wide and from 4’ to 16’ in 
length. Abitibi Power & Paper Co., 
Limited, Dept. AL, 408 University 
Ave., Toronto, Ont., Canada, 
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Primer-Sealer 


Sta-Dri Primer-Sealer is supplied in 
gallons and quarts and comes ready 
for application. Primer-Sealer is a 
clear, non-pigmented, acrylic resin 
compound that provides a tough, fiex- 
ible base for the application of cement 
base, oil base, rubber base, plastic 
base and resin base paints. The dried 
Primer-Sealer film is water resistant 
and will cover 400 or more square feet 
per gallon depending upon the texture 
and porosity of the surface to which it 
is applied. American Sta-Dri Co., Dept. 
AL, Brentwood, Md. 
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Gas Salamander 


The Model 500 (Jet) Gas Salaman- 
der is equipped with an Underwriter 
Approved low pressure regulator and 
seven feet of neoprene hose with fit- 
tings. Portable indoors or outdoors. 
Has dual purpose shield which deflects 
heat along the floor. KD unit, packed 
one to a carton. Jackson Mfg. Co., 
Dept. AL, Harrisburg, Penna. 
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Zinc-Clad Garage Doors 

Stylecraft zinc-clad steel garage 
doors are gun welded for strong con- 
struction. Factory finished, the entire 
door is zine coated and a prime coat 
of paint is applied over all. Factory 
assembled hardware comes ready to 
install. These doors have the exclu- 
sive Rise-O-Matic action. Sizes: 8’ x 
7’; 86" x 7'; 9' x 7’; 10’ x 7’. Stylecraft 
Garage Door Co., Div. of Stylecraft 
Specialties Co., Dept. AL, Roseville, 
Mich. 
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Wood Finish Line 


Just four types of Rez wood finishes 
are said to give the dealer a complete 
wood finish line. Clear Rez sealer and 
primer conditions wood against swell- 
ing, warping and checking. White Rez 
produces a bleached effect without 
acids. Satinwood Rez gives a low- 
gloss final finish. Color-toned Rez 
comes in five tones and provides 
grained decorative finishes. onsanto 
Chemical Co., Dept. AL, 800 N. 12th 
St., St. Louis, Mo. 
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» SALES AIDS 


Sisalkraft Roll Display 

A colorful floor display consisting 
of 12 rolls of Sisalkraft, 36” wide, each 
comprising 100 square feet, is being 
offered the trade. This self-service 
carton will save salesmen’s time and 
help promote impulse purchases by 
featuring the many home uses for this 
reenforced paper: outdoor furniture 
covers, paint drop cloths, winterizing 
foundations, wrap for shipping or 
storing, tool protection, mower covers, 
picnic table and ground covers, chil- 
dren’s tents. American Sisalkraft 
Corp., Dept. AL, Attleboro, Mass. 
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Sash Balance Display 

Using only 9%” x 12%” of counter 
space, this counter display features 
Pullman Sash Balances both in illus- 
trations and literature. The deal in- 
cludes display, 16 pairs of assorted 
Pullman lifetime replacement sash 
balances, each pair complete with 
adapters, necessary screws and in- 
structions plus 25 “take one” folders. 
Pullman Mfg. Corp., Dept. AL, Roches- 
ter 21, N. ¥. 


For more data circle No. 48 on coupen, p. 108 


Bindings Dispenser 

Flooring distributors and dealers 
can ring up extra profits with the new 
Miratrim bindings dispenser (see 
photo). This compact counter dispenser 
contains nine rolls of metal and plastic 
seam bindings. Miraplas Tile Co., 
Dept. AL, 980 Parsons Ave., Columbus 
6, Ohio. 
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BULLDING 


PropucTts MERCHANDISER 


Konner 


Plastic Wall Tile Merchandisers 
The two new displays are exhibits 
featuring Tilemaster’s full line of 
styron tiles and trims. The floor 
and window display exhibits a model 
installation of actual tile samples, in- 
cluding Tilemaster’s new Imperial 
8%” square tile an dthe popular 4%” 
x 8%” Brick style tile. The display 
knocks down in a handy, flat shipping 
carton and opens up to a full display 
for window or in-store use, measuring 
28” wide by 40” high. The wall chart 
is printed on heavy stock and is tinned 
on top and bottom for hanging. Tile- 
master Corp., Dept. AL, 1415-21 W. 
Diversey Parkway, Chicago, Ill. 
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New Enamel Merchandiser 

Lo-Sheen is a new alkyd enamel 
that is quick-drying, usually within 
six hours. It is said to be chip-proof 
and completely scrubable; may be eas- 
ily brushed or sprayed and comes in 
12 bright colors. A metal display rack, 
known as the Lo-Sheen Merchandiser, 
is available at no extra cost. The Mer- 
chandiser has a definite place for each 
size of each color on different shelves 
with permanent color chips at the 
front edge of each shelf. Kyanize 
Paints, Inc., Dept. AL, 2nd & Boston 
Sts., Everett 49, Mass. 
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Door Base Seal Display 


A new door base draft seal, with 
vinyl plastic seal is offered with count- 
er demonstrator. This display is a fin- 
ished working model, with color card 
and measures 13x3% inches on the 
base and is 8 inches high. This new 
seal has several features, including 
anodized aluminum construction and it 
can be cut with a saw to fit any door 
up to 36 inches wide. Modern Displays, 
Inc., Dept. AL, 12891 Mt. Elliott Ave., 
Detroit 12, Mich. 
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Self-Service Merchandiser 


A new type of mobile display unit 
contains a selection of various types 
of Oregonbord. Included in the display 
are Rib-tex, the grooved hardboard, 
Perf-o-tex, the perforated hardboard 
and Smooth Oregonbord, sizes of pan- 
els are 2’ x 2’ and 2’ x 4’ in various 
thicknesses. Compact and movable on 
casters, the Oregonbord Handyman 
Merchandiser unit takes only 2’ x 24%’ 
of floor space. Descriptive literature 
for each product along with suggested 
uses and application instructions are 
conveniently dispensed from a built-in 
pocket. Chapman Manufacturing Co., 
Dept. AL, Corvallis, Ore. 
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Power Tool Department 


A store display has been developed 
that makes it possible for a repre- 
sentative power tool department to fit 
into a floor space no larger than a 
three by five foot space. Included in a 
typical display could be a Shopmaster 
drill press, band saw, table tilting 
arbor circular saw, new floor model 
circular saw, 20-inch jig saw, jointer- 
planer and accessories. Shopmaster, 
Ine., Dept. AL, 1214 South 3rd St., 
Minneapolis, Minn, 
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Building Panel Display 


The new product called Plastalum 
is a plastic coated aluminum building 
panel for use in room partitions, ceil- 
ings, car ports, patio covers and deco 
rative facings. Plastalum is available 
in 12 colors and comes in three stand- 
ard lengths, 8-foot, 10-foot and 12-foot. 
Pictured on p. 101 is a retail floor dis- 
play being offered by the manufactur- 
er. Five of the 12 Plastalum colors are 
displayed in a floor space of less than 


(continued on page 100) 
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NEWEST BLADE ADVANCEMENT 


® Lasts 4 times longer than ordinary blades! 
® Never needs resharpening! 
® PROVIDES BIG 3342% PROFIT MARGIN! 


What savings the new SKIL Two- 
Way Blade offers your customers! 
Gives them four times as many cuts 

. . eliminates three to four costly re- 
sharpenings ... reduces down-time! 
And what a benefit for you . . . with 
this big 334% profit margin! 

This first real cost-cutting devel- 
opment yet made in circular saw 
blades is top quality throughout. 
Specially-treated alloy steel makes 
SKIL Two-Way Blade 50% harder 


than ordinary blades. Precision- 


REVERSIBLE! Unique tooth 
design cuts either way, gives 
twice the cutting edges! May 
be reversed again and again! 


HOME TOOLS 


SKIL 


SELF-HONING! Trailing tooth- 
edges are honed while leading 
edges cut. Always a sharp cut- 
ting edge ready for instant use! 


ground, uniformly-set teeth of pat- 
ented design. Special no-glare, 
rust-resistant finish. Constant di- 
ameter for uniform cut-depth. As- 
sures Customers controlled cutting 
performance under toughest job con- 
ditions ... provides economy and 
work features they want! 

And hard-hitting advertising plus 
big dealer display promotions cre- 
ate selling impact for this revolu- 
tionary blade improvement . . . the 
new SKIL Two-Way Saw Blade! 


bys “yy J 
Y by “YJ Y 


DISPOSABLE! Four times 
longer life! Saves on needless 
resharpening! Low over-all cost 
makes disposal practical. 


Made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
in Canada: Skiltools, Ltd. 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


CONTACT YOUR SKIL WHOLESALER! 
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three square feet. Childers Mfg. Co., 
Dept. AL, 3620 W. 11th St., Houston 
8, Tex. 
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Carded Hardware Display 


Home & Hobby Hardware, a new 
line of carded hardware, has been an- 
nounced. Forty of the fastest selling 
shelf hardware items (hinges, hasps, 
corner irons, etc.) are packaged on 
cards, each item sealed with screws 
in its own plastic Sho-Case. Hardware 
and plastic cover are mounted on card. 
Offered in the #500 assortment are 
200 cards (five cards each of 40 items) 
with free display stand for self service. 
McKinney Mfg. Co., Dept. AL, Pitts- 
burgh 33, Penna. 


For more data circle No. 56 on coupon, p. 108 


A new merchandising carton con- 
taining six plastic packages of boring 
tools has been developed for counter 
use. Impartial University of Illinois 
test results printed on the front of 
the carton »ffer strong testimony to 
Time Saver efficiency and versatility. 
Davrus Corp., Dept. AL, Joliet, Ill. 
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More Dealers Than Ever 
Are Now Reading 
American Lumberman 



















Flexible Shaft Sander 


A new light-weight flexible 


shaft 
sanding machine, No. JT-38, is mount- 
ed on a pan base with three casters. 


This machine can also be used for 
drilling, grinding, buffing, wire brush- 
ing and polishing. It is available with 
4, %, or % hp motors running at 
either 1725 or 3450 rpm. Standard 
flexible shafts are five feet or six feet 
long, but longer lengths can be ob- 
tained upon request. Stow Manufac- 
turing Co., Dept. AL, 129 Shear St., 
Binghamton, N. Y. 
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Strapping Sealer Tool 


The Stanley A Sealer Tool has been 
restyled and perfected to assure even 
better performance and longer service. 
According to the manufacturer, two 
major changes have been made in the 
A Sealer, used for the sealing of %”, 
1%”, %” and %” steel strapping. A 
heavy zinc plating has been placed 
over all metal parts of the sealer and 
the old-style plastic handles have been 
replaced with bright green handles of 
tough ethyl cellulose. Stanley Steel 
Strapping Div., Stanley Works, Dept. 
AL, 195 Lake St., New Britain, Conn. 
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New V-8 Engines 


Reo Motors, Inc., has taken the 
wraps off the newest and most power- 
ful additions to its Gold Comet line of 
truck engines, a pair of low-friction 
V-8s. Result of an engineering project 
that began four years ago, Reo’s new 
V-8 power plants and a new, A series 
of truck models extend the company’s 
penetration of the heavy-duty truck 
field into the 60,000-78,000-pound, 
gross combination weight class. Larg- 
er of the two engines has a 441-cubic 
inch displacement and develops 220 
maximum gross brake horsepower at 
a governed speed of 3,200 rpm. The 
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second unit has a 390-cubic inch dis 


placement and produces 195 gross 
horsepower at the same _ governed 
speed. Reo Motors, Inc., Dept. AL, 


Lansing 20, Mich. 
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Portable Space Heater 


Actually a small furnace on wheels, 
the space heater can be rolled wher- 
ever you need it and takes up less than 
10 square feet of floor space. Con 
tains all steel welded construction. 
Fully controlled Master space heater 
has solenoid on the pump for instant 
flow and cut-off of fuel, fuel tank con- 
trol to shut off burner when fuel sup- 
ply is used up, and thermostat for 
temperature control. Burns kerosene, 
#1 or #2 fuel oil and will run for a 
minimum of 12 hours without refuel- 
ing. Available in two size models 
160,000 btu or 400,000 btu. Master 
Vibrator Co., Dept. AL, 361 Stanley 
Ave., Dayton, Ohio. 
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New Dodge Truck Engine 
Pick-ups 
with the new Dodge 145-horsepower 


stakis and panels o:fered 


Power-Dome Y-8 truck engine are 
shown in this photo. The powerful 
new engine of entirely new design is 
optional in Dodge %-ton, %-ton and 
1-ton trucks. The .601 horsepower per 
cubic inch of piston displacement is 
said to be the greatest developed by 
any truck engine. Horsepower is re- 
ported to be as much as 39 per cent 
greater than other leading makes in 
the low-tonnage field. Dodge Div., 


Chrysler Corp., Detroit 31, Mich. 
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Self-Propelled Snow Plow 


The Homko Snow Plow (SP-100) 
removes wet, dry, and ice-encrusted 
snow in drifts as high as 20” from 
driveways, sidewalks and streets. An 
adjustable deflector chute throws snow 
18’-20’ from the shoveling area. The 
Snow Plow moves under its own power 
or may be operated manually by dis- 
engaging the clutch. Both the throttle 
and the clutch are operated from the 
handle. The four-cycle Briggs & Strat- 
ton gas engine includes a built-in gear 
reducer and recoil starter. Western 
Tool & Stamping Co., Dept. AL, 2725 
Second Ave., Des Moines, Iowa. 
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Bar and Tube Racks 


Up to 25% greater storage capacity 
is given to Quick-Serve sectional stock 
racks by new Base Brackets. Slipped 
over the base flanges of Brown stock 
racks and secured by a single bolt 
through each, the base brackets pro- 
vide additional stock-supporting arms 
10” off the floor, where they carry the 
heaviest materials conveniently. Brown 
Engineering Co., Dept. AL, 123 N. 3rd 
St., Reading, Penna. 
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IT’S NO 
SECRET 


that American Lumberman dealer cir- 
culation has reached an all-time high 
of 23,078.* This is 2,627 copies more 
than its nearest competitor. 


*Source A.B.C, statement, June 30, 1954 








Window, circulating and exhaust 
fans will be discussed in seven differ- 
ent pieces of literature for dealers and 
consumers in the promotion of a Lau 
Blower Co., 1955 line. The literature 
ranges from two page leaflets to 12- 
page booklets. One 12-page booklet, 
written for the dealer, is full of sales, 
advertising and promotion ideas. An- 
other 12-page catalog describes all the 
portable, circulating and window fans 
in the line, with several tips on dealer 
displays. A third 12-page leaflet de- 
scribes the Niteair residential cooling 
exhaust fans. A two-page flyer illus- 
trates the new 22-inch Niteair Ranch- 
er. A 12-page envelope-size catalog 
describes the entire line of Lau fans. 
A four-page fiyer is devoted to the 
new Kooling Kit and a 12-page in- 
struction booklet describes the instal- 
lation of an exhaust fan. Lau Blower 
Co., Dept. AL, 2010 Home Ave., Day- 
ton 7, Ohio. 
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Decorating schemes are at your fin- 
gertips with the new Match-A-Chip 
color chart. A newly revised edition 
of Satin Luminall’s Match-A-Chip 
color chart has been announced. The 
brochure features 72 chips, all painted 
with the latex-alkyd finish so decora 
tions will look just like planned be- 
forehand. By using removable tabs 
on each of the large paint chips in 
combination with other colors, one can 
conveniently manipulate and visualize 
color schemes before decorating takes 
place. Luminall Paints, Div. of Na- 
tional Chemical & Mfg. Co., Dept. AL, 
8617 8S. May, Chicago, III. 
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A new portable electric melting pot 
is described in a one-page bulletin (No. 
201). The bulletin lists broad appli- 
eations of the unit, such as melting 
asphalts, tars, pitches, resins, mastics 
and various viscous materials; and 
also discuse typical specific uses. The 
melter, which has a 3% gallon capac- 
ity, weighs only 15 pounds and has 
over-all dimensions of 12” x 13”. Glas- 
Col Apparatus Co., Dept. AL, 711 
Hulman St., Terre Haute, Ind. 
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A stock door program makes it pos- 
sible to install a wall of sliding glass 
doors in nearly any width desired from 
a choice of nine basic units. These 
p rome are a uniform height of 6'10”. 
Basic units are manufactured in choice 
of widths, varying from a fixed frame 
%’ wide to a door with one vent sliding, 
10% in over-all width. A _ three-color 
folder contains three cardboard cut- 
outs which illustrate how the basic 
units can be combined for wide open- 
ings of sliding glass doors. Arcadia 
Metal Products, Dept. AL, MW-35, 
Arcadia, Calif. 
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Conserving our forest resources at 
their point of origin and increasing the 
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utilization of wood by developing a 
conservation consciousness in the con- 
sumer is the purpose of three con- 
sumer and one retail leaflet. Urging 
the use of the lowest grades and short- 
est lengths of lumber in order to 
utilize more of the tree and extend 
the life of old-growth timber is the 
theme of the leaflets. California Red- 
wood Association, Dept. AL, 576 Sac- 
ramento St., San Francisco 11, Calif. 
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Storm window buying is the 
of the Miller-Stormguard Corpora- 
tion’s new booklet, 10 Facts You 
Should Know Before Buying Combina- 
tion Windows and Doors. The new 
booklet will tell consumers the im- 
portant thing they should know and 
look for before they buy aluminum 
windows and doors. The new Miller 
booklet explains in detail exactly what 
a combination window is, the materials 
that go into it, its construction, use- 
ability and convenience, details on in- 
stallation costs, terms of sales, deliv- 
ery, service and warranties. Miller- 
Stormguard Corp., Dept. AL, 1680 
Coney Island Ave., Brooklyn, N. Y. 
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The How To about wood paneling a 
room is included in a do-it-yourself 
booklet. The booklet deals with Plank- 





SELL MILLWORK 


(begins on page 36) 





being added to garages to make 
them look like part of the home. 


Home Remodeling Market 


Many dealers are finding mar- 
kets for millwork in the home re- 
modeling and repair market. Pat 
DiGennaro, owner of the Ridge 
Lumber Co., Rochester, N. Y., has 
discovered a _ profitable sideline 
prefabricating porch steps. 

Sold as a unit, the steps are made 
of No. 2 pine in the company mill 
and sell for $2.75 a lineal foot. In 
a matter of months, DiGennaro 
sold 240 sets of steps at prices 
ranging from $25 to $75 each in- 
stalled. 

Installation is no problem. The 
truck driver removes the old steps 
and sets the new ones in place. 
Painting isn’t include and this 
leads to tie-in sales of paint and 
brushes. 

Many dealers are displaying 
hardware, paints, sandpaper 
brushes, screws and wrought iron 
legs along with millwork to garner 
extra profits from impulse sales. 


Novemby r 


15, 


weld, an easy to apply, prefinished 
room paneling, held to the wall by 
concealed metal clips. There is a full 
description of Plankweld and a list of 
the woods in which it is available 
Birch, Walnut, Oak, Korina, Philippine 
and Honduras Mahogany. United 
States Plywood Corp., Dept. AL, 
Weldwood Bldg., 55 Ww. ‘44th St., New 
York 36, N. Y. 
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Principal applications, installation 
procedures and important properties 
of vermiculite insulation are described 
in a new data booklet. The publication 
outlines the application of vermiculite 
fill in home, non-residential and farm 
building construction, as concrete 
block insulation, in cold storage and 
as a sound deadener. Installation in 
attics, flat roofs, and side walls is 
described and typical U values of wall 
and ceiling designs are listed. Form 
HI-48. Zonolite Co., Dept. AL, 135 S. 
La Salle St., Chicago 3, Ill. 
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“Twenty Things to Do 
Before Cutting a Price" 


When faced with a price lower than 
yours on a competitive material list or 
job, what do you do? 


Do you try and get such orders at 
any price? If so, always remember 
that any concession from price—every 
penny of it—comes right out of net 
profit! 

How then, can you turn a price cut- 
ting situation to your advantage and 
profit? 

Get “Twenty Things to Do Before 
Cutting a Price,” the short simple 
guide to successful price management. 

This helpful piece of guidance orig- 
inally appeared in the January 25, 
1954 issue of American Lumberman 
magazine, as an Art Hood* editorial. 
Its appearance created a large demand 
for extra copies, and it has been amaz- 
ingly popular ever since ... appar- 
ently, many lumber dealers have price 
cutting problems! 

So, in answ’r to continued request 
for more and more copies of this help- 
ful guide, we offer “Twenty Things to 
Do Before Cutting a Price,” for 10¢ 
each—in lots of 1 to 20 copies, 5¢ each 
for 21 to 100 copies—mailed in bulk, 
and 3¢ each for lots of more than 100 
copies—mailed in bulk. 

Please make checks payable to: 
American Lumberman, Room 2000, 
Reprints, 139 N. Clark St., Chicago 
2, Ill. 


(*) Editor, American Lumberman. 
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Information Offered in Advertisements 


BATH ENCLOSURES 
See adv't p. 93 
BUSINESS FORMS 
See adv't p. 29 
CLOSET LINING, cedar 

See adv't p. 109 
CONCRETE FORM TIES 
See adv't p. 63 
CONCRETE FORMS Buying and building 
Symons Clamp & Mfg. Co. See adv’t p. $2 
DISPLAY BQUIPMENT: Catalog; Multiplex Display Fixture 
Co. See adv't p. 64 
DOORS, flush: Information; 
adv’t p. 85 
DOORS, hollow metal 
See adv’t p. 65 
FINCE, iron and wire 
See adv't p. 74 
FENCE, steel: Catalog; Colorado Fuel & Iron Corp. See p. 94 
HARDWARE—garage door: Information; Dor-Set Corp. See 


Sales aids; Theodore Efron Mfg. Co 


Information: National Cash Register Co 


Folder, booklet: Geo, ¢ Brown & Co 


Information; Gates and Sons, Ine 


information, 


Mohawk Flush Doors, Ine See 


Information; Fenestra Bldg. Products 


Catalogs; Stewart Iron Works Co 


adv’t p. 77 
HARDW ARE—hinges: Catalog page; Griffin Mfg. Co See 


advy’t p. 30 
HARDWARE—sliding door hangers: Information; Western 
Products, Ine. See adv't p. 75 
INSULATION, reflective: Sales aids 
Clark Corp. See adv't pps. 22-23 
INSULATION, spun blanket: Information; 
Co. See adv't p. 47 
JALOUSIES: Literature R. B. Leonard, Inc See advy't p. 20. 
LUMBER, engelmann spruce: Booklet; Pack River Sales Co. 
See adv't p. 18 
LUMBER, engelmann spruce 
See adv't p. 38 
LUMBER, ponderosa pine 
Mx See adv't p. 46 
LUMBER, west coast 
Assn. See adv’t p. 59 
LOUVERS, aluminum 
adv't p. 7 
MATERIAL CARRIERS: Information; Gerlinger Carrier Co 
See adv't p. 4 


METAL LATH 


literature; Kimberly- 


National Gypsum 


tooklet; Western Pine Assn 


Information; Southwest Lbr. Mills 


Folder; West Coast Lumbermen’s 


Information; Midget Louver Co, See 


Information; Inland Steel Products Co. See 


adv't p 
METAL LATH: Package information; Wheeling Corrugating 
Co. See advy't p. 31 
MIXERS, truck concrete 
See adv't p. 24 
MOULDINGS, metal 
dustries, Inc. See adv't p. 97 
NAILS, roofing: Booklet, samples; The Deniston Co. See p. 44. 
PAINT: Color system information, sales aids; Colorizer Asso- 
ciates. See adv't pps. 26-27 


Information; Jaeger Machine Co 


Display rack, information; Kinkead In- 


PANELING, pre-finished: Samples, display, literature; U, 8. 
Plywood Corp. See advy’t pps. 10-11 

PATTERNS: Information, display racks; Better Homes & 
Gardens. See adv't p. 21 


PLASTIC LAMINATES: Information; Consoweld. See advy’t 
pps. 88-89 
PLYWOOD EDGING 
Co. See adv't p. 54 
SASH BALANCE: Catalog sheet 
SCREENING, insect wire 
See adv't p. 17 
SCREENS, tension 
See adv't p. 41 
SIDING, aluminum: Sampleboard 
Siding Corp. See ady't p. 76 
TAPE RULES, heavy duty: Display carton; 
See adv't p. 81 
TOOLS, dry wall: Catalog; Goldblatt Tool Co. See adv't p. 67. 
TOOLS, flush cutter: Descriptive literature: Grace Fabri-Too! 
Co. See advy't p. 77 
TOOLS, power: Catalog; Delta Power Tool Diy See p. 83 
TOOLS, power: Literature; DeWalt, In« See adv't pps. 14- 
TOOLS, saw blades: Information 
TRUCK BODIES, roll-off 
WINDOWS, aluminum 
See adv’t p. 79 
WINDOWS, aluminum 
adv’t p. 8 
WINDOWS, basement 
WINDOWS, metal: S 


Literature Aetna Plywood & Veneer 
Caldwell Mfg. Co. See p. 78. 
Samples, folder; U, 8S, Steel Corp. 
Information; 


Keystone Wire Cloth Co 


sales kit; U. 8S. Aluminum 


Lufkin Rule Co 


15 
Skil Corp. See p. 100 
Catalog: The R-B Co See p. 70. 
Information; Cupples Products Corp. 
Information; Winter Seal Corp. See 
Catalog 
Sales aids, literature 
‘o. See adv’t pps. 50-51 


( 
WINDOWS, wood 


Donley Bros. Co See p. 67. 


Michael Flynn Mfe 


Catalog; Brown-Graves Co. See p. 35 
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WEIDMAN MILL 
DURANGO, COLORADO 


Manufacturers of Superior 


High Altitude 
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Constant supervision is made on all TW&J shipments, 
with close attention to grade and careful carloading. 


® Prompt Delivery on 
v Sugar and Ponderosa Pine 
Shop and Selects . 
v Ponderosa Pine Boards 


Douglas and White Fir 
Shop and Selects 


v Douglas and White Fir 
Dimension and Boards 


Redwood 


Ponderosa Pine and Fir 
Mouldings 


v Pine Sash and Panel Doors 
TWENTY MILLS TO SERVE YOU 


Tarrer.WeERSTER & Jounson. Ine. 


] Montgomery Street 
SAN FRANCISCO 4, CALIF 
DOuglas 2-2060 Teletype SF 53! 


P.O. Box 1731 
Wa) STOCKTON, CALIF 
HOwoard 4-836 Tele 











THE “STORY HOUSE” HOME Maint & impio 





will appear in the Winter lesue. t promises to be one of the most interesting articles 


ever developed for h and h ] 





of the fundamentals of house construction 


t magazine is building 
this typical contemporary American house. The complete step-by-step picture story 


, to give them a clear understanding 


How To Banish Red Ink This Winter 


Here’s just the thing to use to banish red ink from your 


operating statement this winter 


It’s an established service that you can apply at once; 
it requires practically no time or effort on your part, or 
on the part of your employees; it is low in cost; it is 
proved effective in producing walk-in trade and in build- 
ing profitable business for lumber and building products 
dealers. 


It’s the lumber dealer’s own magazine—-HOME Main- 
tenance & Improvement, and the complete service that 
comes with it 


HOME sells home planners and homeowners the same 
building packages and products that you want your sales- 
men to sell. It’s a full-size magazine of high quality and 
real beauty, it appeals to practically everyone. 


Everything about it is designed to encourage readers 
to want to build, improve and maintain their property. 
It supplies essential information on how homes are built, 
what to use and where to buy the necessary materials, 
parts and tools. It’s a lumberyard’s “salesman in print.” 
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And HOME Maintenance & Improvement service is 
only available to retail lumber and building products 
dealers. Each dealer subscribing is protected from any 
duplication of names in his trading area. It specifically 
solves the lumber dealer’s local advertising needs, and 
can be applied as broadly or narrowly as desired. (Some 
dealers use as few as a hundred copies while others use 


several thousands.) 


HOME is inexpensive... the total price per copy 
mailed is less than the cost of a first class sales letter, but 
it is much more effective. And it’s simple to use. We 
imprint the name and address of your company promi- 
nently on the front cover of each copy you order. When 
your customers and prospects receive it—it bears your 
name, therefore, it’s your magazine! We address and mail 


paying the postage—to whomever you select. 


The result, of course, is that readers interested by some- 
thing shown in the magazine are exclusively directed to 


you. You can’t miss! 
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STEP-BY-STEP .. . the coming Winter issue of HOME magazine will be an 
easy-to-follow, non-technical pictorial coverage of modern house construction, from 
the roof (top photo above), to the basement-foundation (left) to the installation of a 
fireplace (right). 


Further; both the products and application methods actually used, and all other mate- 
rials that can be used for the same purpose, will be covered. 


Therefore, everyon® reading the Winter issue of HOME, will get a clear understanding 
of the steps involved in the modern construction of a house—their relationship to the 
whole, when and how they are done, and all the materials available for the same use. 


Is it tested? Thus far, more than 1,700 retail lumber 
dealers have used the HOME service—we mailed out over 
400,000 copies of the big Fall issue to lumber dealers’ 
customers and prospects. It is the biggest and best thing 
of its kind! 


To banish red ink this winter—try the resultful HOME 
Maintenance & Improvement magazine service. Get the 
full facts today and get started on the road to better 
profits. Write as indicated below, no obligation, of course. 


gt 


4 


HOME 


Maintenance & ImpPa 


Service Manager, Room 2000F, 139 N. Clark St., Chicago 2, Illinois, Financial 6-5380 


Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates. 

1 Ttime —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 

3 Times — 15¢ per word for each consecutive 
insertion. Minimum charge of 75c¢ 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency 
allowed. 


commission or cash discount 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
cation. Advertisments are set in uniform 6 
point style. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box bers or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





BOOKKEEPER 
Plorida Line Yard Company wants to employ 
Bookk in Perpetual Inven- 
tory and Cost Work, Must be sober and capa- 
ble. Young man preferred. Address Box X-52 
American Lumberman, Inc. 








Wanted Assistant Superintendent for pliant 
making apocs millwork and veneered doors. 
Address X-40, American Lumberman, Inc 





WHOLESALE LUMBER SALESMAN 
Opening for aggressive, hustling worker, 
oung man, some experience, for Chicago 
etropolitan territory. Mostly West Coast 
specialty items. Car lots and thru distribut- 
ing yard. Profit sharing or as a Junior part- 
ner. Good future for right man. Give age. 
experience, etc. Strictly confidential. Address 
Box Y-35 American Lumberman, Inc. 





le second 


open for at least two ca 
the uth area. 


men in retail yards in 
Men aged 25 to 35 preferred with 3 to 5 years 
experience in retail building materia! busi ° 





HELP WANTED 





EXCELLENT OPPORTUNITY 
Manager — city lumber yard — northwestern 
Ohio. Must know lumber and eg ay 
be able to work with builders — give full 
information and a recen| photograph — salary 
expected — references. Address Box Y-54 
American Lumberman, Inc. 


MILLWORK DETAILER AND BILLER 
Florida Millwork Company wants to employ an 
experienced Detailer and Biller. “‘No liquor.’ 
None but high type man need apply. Address 
Box Y-55, American Lumberman, Inc. 


WANTED 
BUYER FOR INLAND EMPIRE 


Large well financed mid-western organization 
can use a traveling buyer thru the Inland 
Empire. Write us in complete confidence full 
details. Address Box Y-36 American Lumber- 
man, Inc. 


RETAIL LUMBERMAN 
We need a young man with at least three 
years experience in the retail lumber business. 
preterably with experience as manager or as- 
sistant manager of a small yard. Address 
reply, giving age. experience, education, and 
all other pertinent information to Whelan Lum- 
ber Company. Box 328, Topeka, Kansas. 


STOCK MILLWORK MAN 

We need a young man with at least three 
ears experience in the stock millwork field. 
f you are familiar with stock millwork and 
are looking for a position with a secure future, 
and unlimited chance for advancement, ad- 
dress your reply, giving age, experience, edu- 
cation, and all other pertinent information to 
the Whelan Lumber Company, Box 328, To- 
peka, Kansas. 





Wanted: Young man with experience in retail 
lumber ~~ and who is qualified for 





speeetanity for advancement in line with in- 
dividual’s ability, Write E. C. BARTON & 
COMPANY POST OFFICE BOX 825, JONES. 
BORO, ARKANSAS, giving business and per- 
sonal history. 





Experienced man to manage Retail Lumber 
Yard and Millwork Chicago's (North- 
side). Call or write J. . Embree, Jr., Presi- 
dent, Andrews Millwork & Lumber 
Waterfall 8-8383. 410 W. 
28, Illinois. 


ompany, 


lllth St., Chicago 


Wanted — Experienced salesman for whole- 
sale lumber and building materials. North- 
western Indiana area. Aggressive and steady. 
Permanent position, salary. Address Box Y-53, 
American Lumberman, Inc. 


Builders Hardware Man 


We need a young man with several years 
cupenense in Contract Builders Hardware. He 
will be in direct charge of all Builders Hard- 
ware, write commercial and residential speci- 
fications, and do the purchasing. The positi 


P ger or g of 
small yard in Central Illinois. Address Box 
60 American Lumberman. Inc. 


WANTED 
Experienced millwork salesman. Old estab- 
lished territory. Apply in confidence, our em- 
ployees know of this advertisement. Excellent 
remuneration. Address Box Y-61 American 
Lumberman, Inc. 





SITUATIONS WANTED 


Detailing and billing special architectural 
millwork and cabinets over forty years experi- 
ense. Address Box Y-41 American Lumberman. 
nc. 








A firm of get ge TT aniline 

en years e 
offer a detailing and service, Guar- 
anteed results. Cost. ent 
service. Address Box R-59, American Lumber- 
man, Inc. 





is a responsible one and offers a fine oppor- 
tunity, @ carry one of the largest stocks of 
builders hardware in this pari of the country 
and do substantial busi with it, Address 
your reply, giving all pertinent information to 
the Whelan Lumber Company, 715 E. 4th, 
Topeka, Kansas. 





MILLWORK DETAILING SERVICE 
Special and stock details. Also Plan listing 
r charge. u 2 

— area. Address Box 46 My 
Lumberman, Inc. 








MERCHANDISING MANAGER — for metropol- 
itan lumber-material yard in West. Must know 
not only lumber and millwork field but allied 
products — paint, hardware, and building 
specialties — and be experi d in packag 
selling to consumer. Should know how to 
promote ‘do-it-yourself’ trade and to mer- 
chandise planning service. Should be familiar 
with Title I financing. Good salary and in- 
centive arrang t. Company is well-estab- 
lished. oe | ment young and progressive. 
Address Box Y-53, American Lumberman, Inc. 
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Attention: Line Yard Management 


Which r a i P tialiti in their yards 
for greatly i d sales through 
creative sales management. 








Mature, thoroughly experienced sales and 
sales promotional =" ~ is available for re- 
cruiting, training, motivating, operating a 
creative consumer sales organization. Negotia- 
tions confidential. 


Write Box Y-56, American Lumberman, Inc. 


November 


15, 


SALES REPRESENTATIVES 
WANTED 





Sales representatives wanted to sell to retail 
lumber yards throughout the country. To 
quality imported hardware such as butts, she 
brackets, etc. These are volume items and 
pay a generous commission. List lines carried 
and years in business. Address Box Y-58, 
American Lumberman, Inc. 





DISTRIBUTORS AND /OR REPRESENTATIVES 
WANTED 


In protected territories for handling 

=, competitive line of H. C. Flush Doors. 
xcellent sanded finishes in Birch, Mahogany, 
etc. Write to: Oscoda Door Mig. Co., Oscoda, 

Michigan. 





SALES REPRESENTATION 
AVAILABLE 





Manufacturers’ Agent — calling on lumber and 
building supply and 1 in Miss- 
issippi and Kort Alab Can handle a 
additional line, millwork or building special- 
fee. Address Box Y-57, American Lumberman, 
ne. 











We furnish the local territory office, insur- 
ance and 


Western Illinois and 

have something to sell on c n 

with minimum of $200.00 per month draw. 
write to Box Y-42 Ameri Lumb Inc. 


lowa. If you 
basis 








ee a ages well SALES Pa 2 
primarily selected areas ichi- 
. na, Illinois ad Wi 


quality Western Lumber, plywood, mouldings, 
frame, sash and cut stock. Address Box Y-47 
American Lumberman, Inc 





MANUFACTURERS’ AGENT — Calling on all 
lumber and building supply dealers in New 
York, New Jersey, western Connecticut, eastern 
Pennsylvania. land, D. C., and Delaware 
handle an item, millwork. 
specialties or builders’ hardware, on com- 
ion basis. Eight men on the road. Address 
Box X-41, American Lumberman, Inc. 





BUSINESSES WANTED 





Wanted — Lumber and Building Supply busi- 
ness in growing suburban community with 
opportunity to expand. East only. Address Box 
199. American Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





Poplar, Hard, Maple, Walnut and other Veneer 
Logs and Hardwood Lumber. E. L. Buchanan, 
24 Knollwood Ave., Huntington, L. I., N. Y. 





Will contract output of medium sized mill (Fir, 
Hem. Pon. Pine) present cut or 1955 production. 
Will advance in pile if insurable. P. O. Box 
662, Saginaw, Michigan. 





BUSINESS OPPORTUNITIES 





After fifty years in the building game I want 
to quit. Have a building material store front- 
ing 500 ft. on U. S. Highway 90, the main street 
of Marianna, Florida. Will lease real estate 
and seil inventory or sell half-interest to party 
who will take complete charge. Catering to 
the “Do-It-Yourself trade and operating on 
a cash and carry basis, as little as would 
pay for a half-interest. Also have a woodwork 
shop. equipped for prefabrica panels, 
trusses, etc. for homes which could be _in- 
cluded. Cecil Rhyne, Lafayette Lumber Co., 
Marianna, Florida. 


Building Materials business owner, desiring 
to retire, offers splendid opportunity to young. 
aggresive, ful tive to buy out- 
right or into a profitable business long estab- 
lished in a growing community selling to 
Montgomery and Bucks County. Pa., trade. 
Should have at least to invest and 
be willing to devote entire time to the busi- 
ness. Write Post Office Box 277, Willow Grove, 
Pa. 
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WANTED — RAILS 


MISCELLANEOUS FOR SALE 


USED MACHINERY FOR SALE 





STEEL RAILS 
le#, WH. WH. WH, 354, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St.. Charleston, West Virginia 





RAILS, New and Relaying 


M. K. FRANK 
480 Lexington Ave., New York, N. Y. 





USED MACHINERY WANTED 





ATTENTION: USED SANDER 
We are willing to buy a used sander. would 
refer a Beach No. 8, single motor, 2 drum. 
nquire at Tonn and Blank, Inc., 104 North 
— Street, Michigan City, Indiana, Phone 





Wanted: A 50°’ Double Surfacer and Double 


end Tenoner. H. C. CAMERON LUMBER CO., 
Olivia, N. C. 





BUSINESSES FOR SALE 





FOR SALE 
Y in eastern Nebraska town, located in 
rich farming community. smal! 
investment wil] es to 


ha: 
retire. Address Box V-62, American Lumber- 
man, Inc. 





Owner retiring after 40 years. Two retail yards 
—Central San Joaquin Valley. Vast area of 
new Agricultural and oil development. Also 
transit mix plant and equipment if desired. 
Sell or lease property. Address P. O. Box 8. 
Caruthers, California. 





FOR SALE 
Retail Lumber, Millwork and Building Material 
business located in Central New York in a 
small city of approximately 10.000 population. 
Excellent farming community. Present business 
established fifty years ago. Has excellent 
Railroad facilities and sale would include a 
good two family house, office, we'l-equipned 
millwork shop, suitable storage sheds and a 
four car garage, new truck, and a small stock. 
Present owners are forced to retire because of 
age and poor health. Will sacrifice for quick 
sale. If interested contact M. A. Curnalia, 23 
Hale Street, Norwich, New York. Phone 4-2862. 


FOR SALE 
Lumber yard in Southern Michigan. Good 
farming community. Easily accessible via 
paved roads to Battle Creek, Lansing, Jackson. 
Yard established 1915. Has made profit every 
year. Handling lumber, hardware, building 
materials, coal. Good buildings and equip- 
ment. Excellent oppotrunity for expansion. Ad- 


dress Bellevue Lumber & Coal Co., Bellevue, 
Michigan. 





South Florida lumber yard and mill shop, in 
growing section. Cash or terms. Inquiries 


welcome. T. W. Knight, Box 876, Pahokee, 
orida. 





MISCELLANEOUS FOR SALE 





ADVERTISING YARDSTICKS 
Basswood, 2-color. Same prices as 1-color. 
Also Paint Paddles. Immediate shipment. - 
J ONT CO 


R. J. DUM . 
156 So. Melrose Ave., Elgin, Ill. 





H. C. FLUSH DOORS BIRCH 


Ext. 


Have 6 C/L of both Birch and Mahogany doors 
available. More to come, less § & 2% FOB 
St. Charles, Michigan. Modern Door & Lumber 
Co. Contact for distributorship. 
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ADVERTISING SPECIAL! 
Retractable Ball Point Pens — clip release. 
gilt top. assorted colors with 4-line advertise- 
ment — $43.20 oy pus (30¢ each). Universal! 
Enterprises, Box , Galveston, Texas 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 


For growing Christmas trees. Ornamental 
landscape lining-out. Quality stock direct from 
growers at low prices. Write for price list 
and planting guide. 


SUNCREST EVERGREEN NURSERIES 
Box 305, Homer City, Pa. 





PROMPT SHIPMENT 





R-V-LITE 
(Window Materials) 


Safe Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dged Pougiee | Fir — 4 ane 


Also 


Extension Ladder Rails 
Meuldings Cut Doer Steck 
Millwork Blanks Step-Ladder Steck 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P, O. Box 908 


Eugene, Oregon 


Phone 5-3317 TWX EGo4«s 


Ontario White Cedar. Can be cut into poles, 
osts ,or lumber. Write Box No. X-63 American 
umberman, . 





Air Dried—Kiln Dried Appalachian White Pine 
4/4 through 16/4 Packaged 8 ft. Paneling 
Mouldings—Paneling. 
TRIPLETT LUMBER COMPANY 
LENOIR, N. C. 
Plaza 4-4571 P. O. Box 738 





Need Room for Mill Expansion 
Must Sacrifice following: 
2.000 Open Wds. 50c each. 1,000 Gized. Sash 
$1.00 each. 
300 —_ Comb. Frames and Windows. $7.50 


each. 

500 Redwood Comb. S. S. & Screens, $4.00 
each. 

5 Racks Asst. Mouldings. 

750 Gal. Brocado Paint 50c a gallon. 

Many other items. 


Siegel Lumber Company, 4815 W. Grand Ave., 
Chicago 39, Illinois NA 2- 


ROSS STRADDLE CARRIER 


Series 90 
20.000-lb. capacity 
$2900.00 


LAWLER COMPANY 
Durham Ave. & Lawler Place 
Metuchen, New Jersey 
Me 6-0245 


TRACTOR WITH DROTT SKIDLOADER 


1 040966 Allis-Chalmers 1950 Model HD 7W 
Diesel 63” Tread Track Tractor Serial No. 
HD7W-17988 Motor No. with 
15” Semi Grousers Long Rigid e 
Model 60—Drott Skidloader E 4] pm 
equipped ha agi Caebes = and pore 
spring mounted on ve tractor 

Blade. Can be seen at Lake Linden Lumber 
Company, Lake Linden, Michigan, Price 


Boehm-Madisen Lumber Company. Milwaukee. 
Wisconsin. 


We are changing to a 72° carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Se model 
6663 — 60°’ capacity. Prices quoted upon re- 
quest. 


These podiinne os _ of ond, ‘% toe] 
h len’ >" * bolsters 
lege te go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


FOR SALE 


100 H.P., 100 P.S.1. Bowanee Leawetee tyne 
boiler, completely equipped; o red, fully 
qutousaliee $2,500 {f.0.b. Angwin, California. 
For further details write or phone Pacific 
Union College, L. C. Christ , Engi ° 
St. Helena , ext. 253, 





One ROSS Straddle Carrier, Mod. 90, 15 ton 
capacity. P. A. Henault, 25167 Grand River, 
Detroit 19, Michigan. 





BOOKS FOR SALE 





NER’S LUMBER AND LOG BOOK. In- 
pas enle for lumb hants. sawmill 


men, etc. Vest pocket size of 1950 pages, 
giving tables on scantling and plank measures. 
round timber reduced to inch measure by 
Doyle's Rule, log tally calculations, and other 
valuable information. Price $1.00 





FOREST MANAGEMENT. By H. H. Chapman. 
Revised edition. Rewritten to include all the 
latest developments in this field, including a 
svnopsis of the newly issued manual of in- 
structions for management plans, U. S. Forest 
Service. With timber costs still mounting up- 
wards, scientific forest g t tt 

to assume an ever-increasing economic im- 
portance throughout the nation. This book 
answers the basic questions that arise in 
managing forests scientifically. Price $6.00. 





LUMBER CALCULATOR. By W. H. Solomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif- 
ferent sizes of lumber, especially where frac- 
tional parts of an inch are to be figured. 
Price $2.00. 


PLYWOOD — WHAT it is and What it does. 
By L. H. Meyer. Authoritctively covering the 
composition, structure, and mechanical char- 
acteristics of plywood and kindred laminates, 
this manual provides a complete, concise pic- 
ture of why. when, where and how to use 
plywood to best advantage. Will answer most 
of your technical questi involved in the 
industrial manufacture and i. 7 applica- 
tion of plywood. Illustrated. Price $4.50. 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
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KOPPERS COMPANY, INC. 
Wolman Preservative Department 
Pittsburgh 19, Pennsylvania 


*Wolmanized is @ registered trademark o 
Koppers Company, Inc 
Telephone GL 6-1729 


— 
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CASH IN 


On 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
Aduertised 
BROWN’ S 


Guaranteed 90% Red Weare 100% Oil Content 


Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 





PRODUCT OF 


GEO. C. BROWN & CO., me. 


GREENSBORO, N.C Esta 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


ASBESTOS 
SIDING 





Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which . 
guarantees maximum holding 
power. Made of #14 gauge wire 
(082) in 1”, 1%”, 14s", 1%” lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


P, O. Box 2158 
Westbury, Long Island, N. Y. : 
Established 1850 Ufebexel 


(To obtain more data on advertised products see page 108) 
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New Power-Dome V-8 delivers 
sensational 145 hp. more than 
any other low-tonnage truck engine 


Worlds best 


tucks... by actual 
comparison! 


TRUCKS 
1|¢G 





\-ton trucks 


126- | 125- 
HP HP 








HP. per cu. in 
displacement 





524 | .503 




















Bost truck visibility ! 








Windshield Area 





Total Vision Area 
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Sharpest 


tuming trucks ! 


ASK US TODAY ABOUT A BETTER DEAL FOR THE 


110 


ant por 


Make of 
» ton Pick-Up 


No. of ft 
for U-Turn 


DODGE 
TRUCK F 
TRUCK | 
TRUCK G 


TRUCK C 





Roomiect 
truck cab ! 


Hares proof! 


Make 
of Truck 


DODGE 
TRUCK F 
TRUCK € 
TRUCK G 
TRUCK | 


Hip- Shoulder - 
room room 


61%" 
60%" 
0" 
" 
58%" 


‘JebRated TRUCKS 


MAN AT THE WHEEL! 


(To obtain more data on advertised products see page 108) November 15. 1954, AMERICAN LUMBERMAN & 








MULCOR. Met: lath and Aster 


mean profits for you... there are 10 reasons why! 
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The pictures at left show 
how Milcor Metal Lath 
and plaster were used to 
form a lighting cove in 
the Peter A. Brooks 
Memorial Union of 
Marquette University. 


The pictures at right show 
how Milcor Metal Loth 
and plaster were used in 
the same building to 
create a modernistic column 
and protect it from fire 

and impact. Dead loads 
were reduced, because 
Milcor Metal Lath and 
plaster weigh less than 
masonry and concrete 
fireproofing. 


1. Fire Resistance — Fire-resistance 
ratings as high as 214% hours have been 
awarded to partitions of Milcor Metal 
Lath and plaster. 


2. Design Freedom — Milcor Metal 
Lath can be formed to any contour, to 
faithfully express the architect's concep- 
tion of interior design. 


3, Adaptability — Milcor Metal Lath 
is as practical for remodeling as it is 
for new construction. It can be nailed 
through old lath and plaster into the 
wood studs or joists without removing 
the original surface. 


4, Space Saving — With Milcor Metal 
Lath, you can erect a 2-inch, solid-plas- 
ter partition — the thinnest of all par- 
titions in common use — and save as 
much as 7% in floor space. 


5. Economy — Milcor Metal Lath 
saves labor because it goes up so easily 
and so fast. After the job is done, you 
enjoy further savings because the cost 
of upkeep and repair is negligible. 


6. Strength and Resiliency — The 
union of Milcor Metal Lath and plaster 
creates a monolithic slab that is safe- 
guarded against sudden stress or pro- 
longed strain. 


7. Crack Resistance — Milcor Metal 
Lath doesn't swell or warp when wet 
plaster is applied — or shrink, when the 
plaster dries out. 


8, Sound Insulation — Two inches of 
solid plaster on Milcor Metal Lath have 
a sound-transmission loss of 40 decibels. 
This exceeds the rating for hollow-block 
partitions and is equal to or better than 
other types of heavier wall construction. 


9, Fireproofing—Columns, beams, and 
fabricated structural members are effec- 
tively fireproofed by enclosures of Mil- 
cor Metal Lath and plaster — at savings 
in weight, materials, and time. 


10, Shock Resistance — Plaster on 
Milcor Metal Lath partitions, furring, 
and suspended ceilings has survived 
earthquake shocks which did irreparable 
damage to other types of construction. 


These advantages of steel-reinforced plaster are good reasons why you can 
sell more square yards of Milcor Metal Lath — more bags of lime and 
aggregate. Are you set ot make the most of this profit opportunity? Write 


for Milcor price list today. 


Meal lath for tug -latlic foe blac 


dy 
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“INLAND> STEEL PRODUCTS COMPANY 


4027 WEST BURNHAM STREET @ MILWAUKEE 1, WISCONSIN 
BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin Street — CHICAGO 9, ILLINOIS, 
4301 South Western Bivd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave.—CLEVELAND 14, OHIO, 1541 E. 38th St. 
— DETROIT 2, MICH., 690 Amsterdam Ave. — KANSAS CITY 41, MO., P. 0. Box 918 -~- LOS ANGELES 58, CALIF., 
4807 E. 49th Street — NEW YORK 17, N. Y., 230 Park Avenue — ST. LOUIS 10, MO., 4215 Clayton Avenue, 





Make 


FASTER 
PROFITS 


ROLL 


LUMITE PLASTIC SCREEN CLOTH 
NOW RETAILS AT * 
LUMITE’ 


i 
only 10¢ per sq. ft. gy oe TE | 


Contact your local jobber or write: LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, N.Y. 13, N.Y. 





